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X-Ray Film Wires 
Cause Experts to 
Make Kodak Test 


George W. Booth, F. J. T. Stew- 
art and Fire Chief Kenlon at 
Eastman Plant Yesterday 


12,000 FILMS IN A HOSPITAL 


Dr. Cole’s Fire in Park Avenue, 
New York, Also Attracted 


Attention of Engineers 











The growth in the popularity of the 
X-ray resulting in the considerable 
storage of these films in hospitals and 
doctors’ offices, has resulted in a hazard 
which is being closely watched by in- 
surance men. There have been at least 
two fires in the past six months trace- 
able to the X-ray, one of them being in 
the Crouse-Irving Hospital, Syracuse, 
N. Y., and the other in the office of Dr. 
L. G. Cole, an X-ray specialist at 103 
Park avenue. While neither one of these 
fires caused a loss of consequence, it is 
the possibilities of future losses that are 
interesting insurance men. 

Most of the nitro-cellulose film is man- 
ufactured at the Kodak plant at Roch- 
ester and in view of the fact that the 
Eastman Kodak Company has been keen 
on safeguarding the use of its film as 
much as possible, it arranged a test for 
yesterday on this film which was at- 
tended by George W. Booth, of the Na- 
tional Board of Fire Underwriters; F. 
J. T. Stewart, of the New York Board, 
and Chief Kenlon, of the New York 
Fire Department. The same class of 
film used in the X-ray is also used for 
photographic work. It is twice as thick 
as the motion picture film and is coated 
with emulsion on both sides. 


The Syracuse Fire 


The hospital fire, which was in Sep- 
tember, 1923, resulted from films stored 


in a closet through which a high pres- 
sure steam pipe passed and, as there was 
no ventilation, the temperature got high 
enough so that it probably became the 
cause of the ignition of the 12,000 films 
in storage in the closet. The building 
was not damaged much but explosions 
of fumes developed enough to bulge 
out one of the walls of the closet. 

In the Dr. Cole fire, a large amount of 
inflammable X-ray films was stored on 
solid wooden racks covering two or 
three sides of each of three rooms. Dr. 
Cole had for five years been photograph- 
ing about 16% of the work of X-ray 
on film, the remainder on glass. The 
fire communicated to the sixth and sev- 
enth floors of the building, Dr. Cole be- 
ing on the fifth, and consumed pictures 
and apparatus. 


Stewart’s Report 


F. J. T. Stewart, in reporting on the 
fire, said: “Had the current supply of 


(Continued on page 27) 















































Yesterday , Teday 


PHCENIX 


Assurance Company, Ltd., 


of London 
100 William Street, New York 


A corporation which has stood the test of time! 142 years of 
successful business operation. World wide interests. Absolute 
security. Excellent service and facilities. 


Tomorrow 











Fire, Automobile, Rents, Rental Values, Use & Occupancy, Tor- 
nado, Sprinkler, Leakage, Explosion, Riot & Civil Commotion. 


PHCENIX 











Indemnity Company 


























75 Maiden Lane, New York 


Automobile, Public Liability, Workmen’s Compensation, Bur- 
glary & Theft, Accident & Health, Golfers, Plate Glass. 
























































WE WELCOME 
WOMEN 


The Penn Mutuat is proud of its women representatives. We have 
them in the Home Office Agency, and in many of our other Agencies. 
Penn Murua men have long been accustomed to women co-workers. 
Recruits are gladly welcomed, and in none of our offices are women 
Agents just merely “tolerated.” They produce a large amount of business, 
because of this congenial atmosphere, and because the PENN MutTvaAt is 
liberal in its attitude toward female risks. 

The Penn Mutua recognizes that life insurance is a profession 
peculiarly adapted to the woman worker, and for which the woman 
worker is peculiarly adapted. 


The Penn Mutual Life Insurance Company 
Philadelphia, Pa. 


Organized 1847 























VISION! 


Vision is the ability to see ahead. It is a big factor in the growth 
of all successful institutions. 


ASSETS $23 MILLIONS 
INSURANCE IN FORCE $165 MILLIONS 
ALL ACCUMULATED IN FIFTEEN YEARS 
If you have the vision necessary to appreciate what a liberal 
general agency contract in a selected territory with a company 
that is making such tremendous strides will mean to you within 


the next ten or fifteen years, you will at once ascertain the 
reasons why our general agencies are such big successes. 


International Life, St. Louis, Mo. 














Manning Sells One 
Man 16 Policies in 
Series Insurance 


Tells Boston Sales Congress How 
Endowments String Along to 
Meet Family Needs 


BOSTON MEETING A SUCCESS 


G. C. Wells, E. H. Brock, Robert 
W. Moore, Griffin M. Lovelace 
and Harry Kay Speak 


The Boston Life Insurance Sales Con- 


gress on Saturday satisfied everybody. 
The talks were helpful; there were 
enough celebrities on hand to give the 
affair the proper prestige and dignity; 
and the exclusively sales end of the 
program by a flock of New England 
talkers was prolific of ideas. The at- 


tendance was not so large as the recent 
Philadelphia and New York affairs, but 
Ford Hall was comfortably filled, sev- 
eral New England cities sending dele- 
gations. 

For headline talent President Graham 
C. Wells, of the National Association of 
Life Underwriters, came over from New 
York to start off the program, and Grif- 
fin M. Lovelace, of New York Uni- 
versity, finished the program. Harvard 
University contributed Wallace B. Don- 
ham, dean of the graduate school. From 
the executive offices was Elbert H. 
3rock, vice-president of the John Han- 
cock. Harry Kay, superintendent of the 
Metropolitan in New England, made a 
talk on income; Robert W. Moore, gen- 
eral agent of the New England Mutual, 
who has been ill, was a speaker; Earl 
G. Manning, of the John Hancock, au- 
thor of some of the best pieces of sales 
literature in the business, gave some 
valuable selling suggestions and at the 


luncheon Commissioner Monk of Massa- 
chusetts was the speaker. 


The Officers 


Clinton A. Ferguson, State Mutual, is 
president of the association; Lloyd K. 
Allen, Union Central, and Edward I. 
Brown, Phoenix Mutual, are vice- presi- 
dents; William B. Phelps, Travelers, is 
chairman of the executive committee; 
Hamilton P. Edwards is secretary-treas- 
urer. The music at the Congress was 
in charge of Dave Sprague, Union 
Mutual, the Eisenhauer of the Boston 
association. 

Among the high spots of the Congress 
was a series of five minute sales re- 
citals reported elsewhere; and a talk 
by Mr. Manning illustrating endowment- 
in-series insurance. 

A recent sale to one man of sixteen 
policies for $2,500 apiece was explained 
by Mr. Manning... This was a prospect, 
thirty-five years old, with an income of 
$10,000 a year, living near Philadelphia. 
The first policy was written to mature 
at age sixty, and the last at age seventy- 
five. The premium was $1,280. He al- 
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THE WORLD’S RECORD 





Assets . , $1,431,399,418.27 
More than any wher heniinian Cousin in he World 

Liabilities 
Reserve for Policy Obligations - - - $1,290,579,178.00 
Dividends to Policyholders ere 1924 - 25,572,037.69 
All Other Liabilities - = - - = 40,498,790.35 
Unassigned Funds - - - - - = = = 74,749,412.23 

1,431,399,418.27 

Increase in Assets during 1923 171,549,093.04 
More than any other Insurance Company in the World 

Income in 1923 396,311,664.25 
More than any other Insurance Company in the World 

Gain in Income 1923 55,643,362.95 
More than any other Insurance Company in the World 

Paid for Insurance Issued, Increased and Revived in 1923 2,359,034,859.00 
More than ever placed in one year by any Company in the World 

Gain in Insurance in Force in 1923 1,430,697,111.00 
More than any other Company in the World | 

Number of Policies in Force December 31, 1923 30,221,727 
More than any other Company in the World 

Number of Policy Claims paid in 1923 430,866 


Averaging one claim paid every 20 seconds of each business day of 8 hours 
Payments to Policyholders averaged $919.15 a minute of each business day of 8 hours 


Total Bonuses and Dividends paid or credited to policy- 


holders 1892-1923—plus dividends declared for 1924 . 180,294,982.83 
Insurance Outstanding 

ORDINARY (Insurance for the larger amounts, pre- 
miums payable annually, semi-annually, quarterly or 
monthly ) ae $4,710,630,635.00 
More than any other Company in the World 

INDUSTRIAL (Premiums payable weekly) 3,910,156,319.00 
More than any other Company in the World 

GROUP 617,467,114.00 
Written within seven years 

TOTAL INSURANCE OUTSTANDING 9,238,254,068.00 


More than any other Company in the World 


GROWTH IN TEN YEAR PERIODS 

















Year | Income for the Year [Assets at End of Year| Surplus —— of een ee & Brcmnrg oj — Year 
1883 | $ 2,082,619.05|$  2,186,622.241 $ 627,368.24 531,048 $ 63,425,107 1883 
1893 15,216,236.65 19,343,705.06} 4,109,689.92 2,940,226 353,177,217 1893 
1903 49,887,804.11} 105,656,311.60] 10,691,857.56 7,523,915 1,342,381,457 1903 
1913 117,503,043.89] 447,972,404.85| 35,728,077.34 13,957,748 2,816,504,462 1913 
1923 396,311,664.25] 1,431,399,418.27| 74,749,412.23 30,221,727 9,238,254,068 1923 









































THE STATE OF NEW YORK 


METROPOLITAN LIFE INSURANCE COMPANY 


A MUTUAL COMPANY—INCORPORATED BY 
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National Life of Vt. 
Combines Agencies 


E. M. MCMAHON GENERAL AGENT 





A. H. Gseller, Twenty Years General 
Agent Here, Becomes General Man- 
ager; To Develop Agency 





The National Life of Vermont has ap- 
pointed Edward M. McMahon general 
agent for the company for Greater New 
York, succeeding W. R. Collins & Co., 
who recently resigned. The company 
will bring together in the Singer Build- 
ing its two general agencies, consider- 
ably enlarging the space now occupied 
by Albert H. Gseller, who as general 
manager, will give more attention to 
general service to policyholders and to 
his large personal clientele. 

Mr. Gseller, who joined the National 
Life forces in Philadelphia forty-one 
years ago this month, explained to THe 
EASTERN UNDERWRITER that the new ar- 
rangement would permit of a combina- 
tion he has had in mind some time. Mr. 
McMahon will give his attention mostly 
to development work and _ training 
agents, leaving Mr. Gseller free for the 
general supervision of the agency. In 
addition he has a large personal follow- 
ing that needs his personal attention. 
He has regularly written over $1,000,- 
000 a year for the past twenty years. 
He came to New York in 1903 from the 
Philadelphia office to be general agent. 

Mr. McMahon has had a broad gen- 
eral training in life insurance. He joined 
the Northwestern Mutual Life in 1909 
and produced $453,000 of personal busi- 
ness the first year. He became a gen- 
eral agent for the company the follow- 
ing year and two years later he became 
associated with Dr. Charles Albright, for 
years one of the largest personal pro- 
ducers in the country. From 1913 until 
1920 Mr. McMahon was engaged in or- 
ganization and executive work with 
chambers of commerce in the west. In 
1921 he was active in the organization of 
the Northwestern Casualty & Surety 
Co., of Milwaukee, of which he was vice- 
president and manager of agencies. 

The National Life of Vermont will 
hereafter have one office in this city, one 
general manager and one general agent. 
The enlarged offices will front on Broad- 
way and on Liberty street, in the build- 
ing at 149 Broadway. ‘ 


WANTS TO REVOKE LICENSE 


Jackson Cochrane, insurance commis- 
sioner for Colorado, seeks to revoke 
the license of the National Life. accord- 
ing to a suit filed in the District Court 
at Denver. Cochrane charges that the 
company has failed to pay the neces- 
sary state tax of 2%, but this the com- 
pany denies, setting forth that on 
March 4, 1924, it paid the state treas- 
urer, through Cochran’s office, the sum 
of $1.258 as a 2% tax as required by 
the Colorado session laws. 

To this Cochrane answers that there 
is still owed the state a 2% remittance 
upon $4,174 and unless that is paid he 
will revoke the company’s license. In 
addition he will impose a fine of $25 
each day that the money remains un- 
paid, after the thirty days of grace have 
expired. 


BACK MELLON, TAX PLAN 


The Life Underwriters’ Association of 
New York is co-operating in connection 
with “National tax reduction week” in 
support of the Mellon tax reduction 
plan. Major General John F. O’Ryan, 
chairman of the Citizens National 
Committee on the Mellon proposals, 
has requested the co-operation of 
insurance people. At the request of the 
National Committee, Godfrey B. Moore 
of the Equitable Society, will give a talk 
on tax reduction over the radio from 
Station WHN on Tuesday evening. 











THOMAS JEFFERSON 


(1743-1826) 


The name of Thomas Jefferson, of Shadwell, Va., third president 
of the United States and author of the immortal Declaration of 
Independence, shines with brilliancy in the galaxy of our chief 
executives. 


College-bred, in 1767 he was admitted to the bar and in 1769 was 
a delegate to the house of burgesses, where his first noticeable effort 
was made for the easier freeing of slaves. 


When the Boston Port Bill took effect, on June 1, 1774, Virginia 
decided to make common cause with Massachusetts, and Jefferson 
favored the setting-apart of June Ist as a day of fasting and prayer. 
In anger, the governor, Lord Dunsmore, dissolved the assembly in 
August, and the members met to advise the Virginians to send 
deputies to the convention to consider the affairs of the colony and 
to elect delegates to a general Colonial congress. 


Jefferson was chosen a delegate to the convention. Unable to 
attend, his communication, published under the title “A Summary 
View of the Rights of British North America,” constitutes a stirring 
document. While not adopted, the document caused Governor 
Dunsmore to threaten Jefferson with trial for treason, and his name 
is included in a bill of attainder moved in Parliament but not 
enforced. Had this sterling champion of his country’s cause 
preferred to accent the emoluments seductively offered by the 
Crown, he might have passed his life in soft and uneventful paths. 
He chose the risk of fighting for the welfare of his fellow men. 


Tefferson was a member of the Second Congress, which met in 
Philadelphia in 1775. and too’ his seat on June 25th, four days after 
the battle of Bunker Hill. John Adams was an unswerving admirer 
of Jefferson and declared all his acts were “prompt, explicit and 
decisive.” Re-elected to the Third Congress in 1776, Mr. Jefferson 
had the opportunity for the great service he was to render his 
country. It was on June 7th that Richard Henry Lee. of Virginia, 
moved that independence be declared. Jefferson was chosen to draft 
the declaration, although Adams had a hand in it. historians claim. 
At all event the declaration was passed on July 2, 1776. though the 
formal adoption of it is accepted as having occurred on July 4, 1776. 


Appointed a commissioner to France, he declined, in order to 
serve Virginia in forming a state constitution. He abolished the 
principle of primogeniture. and it is to him that this country is 
obligated for the establishing of the freedom of religious opinion 
He succeeded Patrick Henry as governor of Virginia, 1779 to 1781. 
Flected to Congress in 1783. one of the things he did was to secure 
the adoption of the decimal system of coinage. He went abroad in 
1784 to help negotiate commercial treaties. He succeeded Franklin 
as minister to France and was there during the destruction of the 
Bastille in the French Revolution. In 1789 Washington made him 
Secretary of State. Withdrawing to Monticello in 1794 he was 
recalled to public life in 1797, to assume the vice presidency, and in 
1801 he became the third president of the United States, serving two 
terms. As head of the Federal Party, contrasted to the Republicans, 
he is hailed by Democrats as the father of their party. In 1809, after 
four years of public service, he retired again to Monticello and died 
there a few hours before John Adams, his presidential predecessor. 
His writings were many, his advice went far toward starting the 
United States upon its prosperous career, and his entire life was an 
exemplification of service to his country. 


Jefferson’s life was that of service to mankind; you should make 
life insurance serve your family to the fullest extent. 


The Prudential 
Insurance Company of America 
Epwarp D. Durrigtp, President 
Home Office, Newark, New Jersey 











Brings Out Two New 
Life Income Policies 
PACIFIC MUTUAL CHANGES 


Gives Protection to Beneficiary up to_ 
Time Policy Matures as an 
Endowment 


The Pacific Mutual Life has brought 
out two new policy forms, one a life 
income at age sixty and the other in- 
come at age sixty-five. 

The primary object of these two new 
contracts is to furnish protection for a 
beneficiary up to the time the policy 
matures as an endowment, (which will 
be on the anniversary date of the policy 
nearest to the sixtieth or sixty-fifth 
birthday of the insured) and to give 
to the insured an income payable for 
life commencing on the maturity date. 

These policies will be issued either 
with or without permanent total dis- 
ability benefits and on either the annual 
dividend or the non-participating plan. 
Where permanent total disability bene- 
fits are included the amount of the 
monthly indemnity payable under such 
benefits will be $20.00 for each $10.00 of 
maturity income. 

The face amount of the insurance 
with life income at age sixty contract 
is $1510.00 and the maturity income is 
$10.00 a month. Should the insured 
die before the date of maturity the face 
amount of the insurance, namely, the 
$1510.00, will be paid in one sum to the 
beneficiary. Should the insured live to 
the date of maturity he is guaranteed 
an income for life of $1000 a month. 
After the date of maturity should the 
insured die before receiving one hun- 
dred and fifty-one monthly payments 
of $10.00 each, (which payments we will 
call for convenience the “Installments 
Certain”), the Company guarantees to 
continue these monthly payments to the 
beneficiary until one hundred and fifty- 
one payments in all, including those 
which have been paid to the insured, 
have been made. If the beneficiary does 
not wish to receive income payments, 
the beneficiary is given the privilege of 
having the balance of these payments 
(that is, the balance of these one hun- 
dred and fifty-one installments certain), 
commuted at the rate of three and one- 
half per cent per annum and paid in 
one sum. 


ISSUES TAX PAMPHLET 

The Union Central Life of Cincinnati 
has developed some very successful fol- 
low-up literature, the latest of the com- 
pany’s output in that line being an at- 
tractive pamphlet on inheritance and 
estate taxes. The booklet is intended 
to be read by the general public but it 
contains some valuable information for 
life insurance salesmen. In the back is 
a condensed tabulation of the inherit- 
ance tax levies for each of the states, 
according to the amount and relation- 
ship. There is a full statement of the 
nature and scope of the Federal estate 
tax and a discussion of the general sub- 
ject from the life insurance standpoint. 


OPENS OMAHA BRANCH 

Frank J. Haight, consulting actuary 
of Indianapolis, has opened a branch of- 
fice in Omaha, which will be in charge 
of Arthur Haight, who was for a num- 
ber of years actuary of the Iowa In- 
surance Department. The Haight or- 
ganization also has a branch office in 
Des Moines, but the growing clientele 
in the West has necessitated this addi- 
tional office, which will be located in the 
Omaha Loan & Building Association 
Building. 


MADE VICE-PRESIDENT 
Arthur C. -Parsons, for the past two 
years manager of the San Francisco 
agency of the Pacific Mutual Life, has 
been elected vice-president of the com- 
pany. He will continue in charge at the 
San Francisco office, 
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Income Policy Brings 
Peace of Mind, Says Kay 


SHOWS HAZARDS OF LUMP SUM 


Four Hundred Millions 
Claims Last Year; 
Income 


Paid In Death 
Only 10% 


The hazards of lump sum vs. the 
security of income insurance was the 
text of a sermon eloquently preached 
by Harry Kay, superintendent of the 
Metropolitan in New England at the 
Boston One Day Sales Congress. Some 
points he made follow: 

So far as the average 
cerned it should be called “‘Home Pro- 
tection.” When a man is really sold 
the idea of what our business stands for 

he realizes he is not insuring his life 


man is con 


but his income. He is replacing his 
economic value—his financial worth. 
Notice I say “When he is really sold 
the idea”’—the question is how often is 


he sold the idea? Isn’t it true nine times 
out of ten he is not sold any idea at all? 

he is sold a policy. Last year approxi 
mately 400 millions were paid out in 
death claims of which 90% was settled 
in lump sum I may be wrong (LI can 
talk only from personal experience), but 

I do feel that in only a small per 
centage of cases do men buy lump sum 
insurance for family protection when 
they are really sold the big idea in our 
business 

What do T need life insurance for 
what do you need it for—what does any 
married man need it for? Isn’t it in 
tended to help the wife pay the bills 
when we men are not here—to pay the 
butcher—the baker—the candlestick 
maker? Will there not be taxes to be 
paid on the property or rent to the land- 
lord? If you leave the wife a big wad 
of money does she go out and pay up 
these bills years in advance? She does 
not. Then why put all this money in 
her hands at once? Why shouldn't the 
money come in monthly as_ the bills 
come in? Suppose the commuted value 
of vour income for the next 10 years 
was handed to you in one lump sum 
how long would it last? 

Confidence Well Deserved 

Don’t vou agree with me that we 
should sell to the policvholder the idea 
that his beneficiary is a protege of the 
company so that. as some one puts it, 
his wife and children will turn to the 
company instinctively for counsel and 
advice of an unselfish and_ scientific 
nature? 

Suppose vou felt sick and went to a 
doctor. would vou sav, “Doctor, T have 
appendicitis; please fix a date to op- 
erate upon me?” Hardly likely—and if 
vou did, the doctor would first examine 
vour head Then whv should vou sell 
a man a policy for $5.000 on the 20 Pav 
Life Plan just because he thinks that 
that is what he should have. Tsn’t. it 
about time we got the public to believe 
we are safe to take into their confi- 
dence and should be given an opportu 
nitv of diagnosing and prescribing for a 
sick estate as a doctor would in the 
case of a sick man? 

It is estimated that 84% of the value 
of property in this country is protected 
by fire insurance and onlv 7% of the 
economic value of human life is insured. 
You would have a hard time convincing 
me that the average man loves his prop 
erty twelve times as much as he loves 
his family. Why is this so? Tsn’t it 
because men do not know their financial 
worth to their familv? You mav have 
vour work cut out for vou selling a 
$10,000 policy to a man earning -$5.000 
a yvear while this same man will feel 
ashamed of himself. buvine an income 
contract with a value of 
$17,460. because it only $100 a 
month for 20 vears. Ask the same man 
how he would like to tackle the job of 
supporting his home and educatine his 
children on $100 or $150 a month. Then 
ask him point blank whether he thinks 
he is plaving the game square. There 
is something wrong with we fellows 
when you stop to think the people of 


commuted 
means 





the United States are saving only 2% 
of their income with Life Insurance 
companies. 


A Picture 


Just picture a widow with a couple of 
small children and an estate of $10,000 
to support them. During the lifetime of 
her husband she had $250 a month to 
pay the bills. The $10,000 estate at 5% 
produces $500 a year or about $42 a 
month. What happens? She is not 
forced to immediately change her mode 
of living, so she digs deep into the prin- 
cipal or follows the advice of a friend 
or relative to put the money in some 
perfectly safe investment (?) that will 
yield about 15%. Can you blame her? 
Suppose you did not know any more 
than this woman—and particularly if 
you trusted the person giving the ad- 


vice—what would you do? The poor 
fellow who lost his all through specula 
tion asked “why didn’t people protect me 
against myself?” That’s it—big profits 


big returns, but always big risks. 

Isn't it that only a small per 
centage of life insurance salesmen really 
helieve in Income Insurance? There is 


true 


only one way to tell whether you be- 
heve- -do you carry any? And how 
much? Can you afford to die? Sup 
pose vou were canvassing some other 
icHow with you income and your re 
ponsibilities, would) you consider his 
family covered by your present insur 
ence estate? That’s the acid test. 
hither you believe or you don’t believe. 
Ii you don’t believe you must never ex 
peet to convert others. You don’t fool 
the public—they see when you are sin- 


ecre--they know whether you are talk 


ing from the heart or from the pocket 
hook. 
I've heard life 


BAN 


e 1s not 


insurance men say 
enough interest. My an- 
swer is I'd rather sleep comfortably on 
34% than lie awake on 7% I'd rather 
trust the officials of a well managed, 
state supervised Insurance Company to 
keep my estate intact than to expose 
the beneficiary of my estate to tempta- 


New England Needs 
Boosters, He Says 


SAW NO KNOCKERS IN WEST 


Tells Sales Congress Massachusetts 
Should Not Hide Light Under 


Bushel 





Robert W. Moore, Jr., the physical 
giant who is one of the general agents 
of the New England Mutual, headquar- 
ters Boston, came back to the Hub in 
time for the Sales Congress. He has 
recovered from an illness which kept 
him away from his office for about three 
months. [En route to Boston he stopped 
in Indianapolis and St. Louis where he 
addressed the life underwriters of both 
cities. Some of the Babbittism of the 
Western towns may have irritated Mr. 
Moore, but it also set him thinking, and 
to the Boston Sales Congress he said: 
“We need, should have and must have 
some of the boosting ability that you see 
in the West and South. Look what we 
have that they don’t have—our New 
Kngland traditions, our immense wealth, 
our ocean! We must bear this in mind 
and be more optimistic and boosting. 
“A serious situation faces us in New 
England because we are not only in the 
neck of the bottle, geographically speak- 
ing—it’s a long way on the railroad from 
here to the West and South—but some 
of the industries in this section which 
once were thriving are on the wane. 
We had a great shoe industry and that 
has been drifting West; we had a great 
cotton industry and the South has been 
vetting that. It is because of the high 
cost of transportation and of manu- 
facture. Labor has something to do 





tions that even level-headed business 
men can't resist—for it’s mighty seldom 
the strong box of even the great finan- 
cial men contains 100% gilt-edge se- 
curities. 
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Double the Business 
with less than 


A Quarter of the Salesmen 


A review of the decade in which this has 
been accomplished shows: 


1. Increasing income to the 
Decreasing cost to the 


3. Dividend Increases in each 
of the last three years. 


4. More co-operation with 
our salesmen than ever 
before through 


Direct-by-mail Advertising 


National Advertising 


PHOENIX. MUTUAL 


| LIFE INSURANCE COMPANY 


First policy “ews 


Required Training 


HARTFORD CONN. 





issued 1851 





with it, freight rates a lot to do with it. 

“What we have lost must be replaced 
and possibly by business which can be 
done in large volume but with small 
freight tonnage, such as jewelry. 

“And for New England to be where 
it should be we must help each other; 
we must root for New England; we 
must accept our responsibilities in the 
Chambers of Commerce and the civic 
organizations. If we do not we shall 
stagnate. We can’t live on New Eng- 
land much longer; we must support her 
with all our weight and enthusiasm.” 


A HARVARD VIEWPOINT 





New Men Should Not Be Too Am- 
bitious, Says Head of Its Busi- 
ness School 


Wallace B. Donham, dean of the 
Graduate School of Harvard, told the 
3oston Sales Congress that he has seer 
a steady elevation in standards of life 
insurance in recent vears. “Insurance 
soliciting is going through a definite 
change towards the professional spirit,” 
he said. “The ethical foundation for 
business is high.” 

The dean’s advice to beginners is to 
start humbly; to be satisfied with small 
things. These grow into the large ones. 
One of the best agents he knew had 
been killed by writing a large policy 
just as he was starting his insurance 
career. He was applauded when he told 
of the obligations he felt to the man 
who sold him a $1,000 policy during his 
younger days when he was with a trust 
company. 

The speaker said he hadn’t much 
patience with the man who is merely 
satisfied with making a sale, no matter 
what it may be; nor could he under- 
stand why insurance agents solicit inter- 
views which they know will be futile, 
iust for the sake of being turned down. 
He believes there should be a_ specific 
reason for seeing a prospect. 





MANNING SELLS 16 
POLICIES TO ONE MAN 


(Continued from page 1) 
readv had a $10,000 ordinary life policy 
and Mr. Manning left this to mature in 
cash. The program for the insurance 
follows: 

$10,000—income to wife of $10 a month 
for ten vears. 

$30,000 held in trust 41%4%; providing 
$25 a week income, or $100 a month un- 
til three children—a bov aged 9, a girl 
aged 8 and a bov aged 3—reached the 
age of 17. When the children reached 
the age of 17 $250 is to be paid quarterly 
to each child for five years, or $5,000. 
That will take them through 
Then on graduation, at age 22, $5,000 in 
cash is paid. 

The wife receives the income during 
the payments. 

The daughter gets $250 quarterly for 
five vears, the same as the sons, but in- 
stead of getting $5.000 at age 22, she re- 
ceives $60 quarterly at interest as long 
as she lives: then she wills $5,000 to her 
heirs. 

Mr. Manning’s Success With Letters 

Mr. Manning is the author of some of 
the most effective pieces of selling 
literature in life insurance and he has 
had remarkable experiences in writing 
letters and pamphlets which have drawn 
replies. One of the interesting state- 
ments he made at the Boston Sales 
Congress was that his office intended 
to follow leads in some cases to people 
who receive letters, but do not answet 
them, on the theory that it doesn’t neces- 
sarily mean lack of interest when an 
answer is not received to a letter from 
an insurance office. Mr. Manning sat 
that the Phoenix Mutual was success- 


fully conducting experiments of that 
kind. 


W. A. Carney. who has been con- 
nected with the Government at Wilson 
Dam, Muscle Shoals District, has reé- 
signed to enter the life insurance bust 
ness as district agent at Florence, Ala. 
for the Massachusetts Mutual Life. 


school. | 
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Agent Worked With 
Security Salesman 


PIRNIE’S SALE OF POLICY 





One of Best of Five Minute Talks Be- 
fore Boston Congress; Gilman 
Chairman 


Gilman, of the National 
Life of Vermont, who is building up 
quite a reputation at life insurance 
meetings as a raconteur, was asked by 
President Ferguson, of the Boston Asso- 
ciation, to dig up a collection of live 
agents who had interesting stories they 
could tell in five minutes relative to 
actual salesmanship feats and present his 


Charles C. 


troupe to the Boston Insurance Sales 
Congress. He got his speakers from 
Boston, Worcester, Springfield, and 


Lowell, Mass.; frofn Manchester, N. H., 
and Portland, Me. 

No prizes were offered for the best 
talk but possibly Roderic Pirnie, of 
Springfield, Mass., reached the goal as 
well as any. He called upon a rich 
man whose wife has $10,000 of her own 
in the bank, and Pirnie asked if he 
might be permitted to visit the wife. 
He arrived accompanied by a salesman 
for an investment house which deals in 
cilt-edged securities. The agent’s pur- 
pose was to show the wife that she 
could place her money in such a_ posi- 
tion that by accepting 14% income in- 
stead of 4% during her husband’s life 
time, while he was giving her all the 
money she needed anyway, she could 
guarantee herself an income for her 
life after her husband’s death, at which 
time she would really need the money, 
and the income would be a substantial 
one, 

The Plan 


The plan then was this: 

1. Purchase $12,000 of first class 
bonds which at that time could be done 
for approximately $11,500. 

2. Let the income from these carry 
$10,000 whole life insurance on her hus- 
band’s life and she could still enjoy an 
income of about $150 a year. 

3. Settle the insurance on the income 
for life option and her yield in the event 
of her husband’s death would be ap- 
proximately $1,500, which would take 
care of her even if she lost all the rest 
of his estate. 


How Heron Stopped a Lapse 


James P. Heron, of the Metropolitan, 
Lowell, Mass., explained how he had 
prevented a policy in force nine years 
from lapsing. It was a 20-year endow- 
ment. He showed the insured that the 
cash value at the end of nine years was 
$396 and at the end of the tenth year 
would be $446. The premium was $40.71. 
Thus the policy each year was gain- 
ing more than the premium. 

Harry L. Pope, Mutual Benefit, New 
tedford, told of seeing the wife of a 
man who never acted without her judg- 
ment, the wife being a very positive 
character, and got the interview by be- 
ginning in this way: 

“Madame, I have been discussing an 
important business transaction with your 
husband, but we could not get any- 
where because he said that he never 
acted in matters of moment until he 
was guided by your advice. I shall, 
therefore, feel honored if you will give 
the proposition your best attention so 
that he will know how to arrive at a 
decision.” 

R. P. Mitchel, Manchester, N. H., told 

of the sale of a policy to a man whose 
first instinct was to say “No.” 
_“L presented the proposition to him 
from so many different angles,” he said, 
“that finally he was tired of saying ‘No’ 
and to one of them said: ‘Now, that 
one appeals to me.’ In other words, I 
tried him out. It is easy to say ‘No’ for 
a while, but even the most obstinate 
man will eventually change his tune.” 


Letting Prospect Analyze 
_W. Gray 
nght in 


Harris, of 


Worcester, fell 
with the 


prospect who said 





he would like to study out the insurance 


proposition himself and make up _ his 
own mind after analysis. He was a 
lawyer. Harris excused himself; went 


home and prepared an unusually wide 
sheet of paper on which he wrote down 
a bewildering mass of data and figures. 
One look at it puzzled the prospect; he 
studied it for awhile and then said: 
“That’s Greek to me. You can ex- 
plain my insurance needs in simple Eng- 
lish; do so and IT’ll tell you whether 


CHARLES C. GILMAN 


you have done so correctly. I am a 
lawyer; not an actuary.” 

“Ed” Brown of the Phoenix Mutual 
illustrated how he sold insurance by im- 
plied consent. The agent must domi- 
nate and direct the prospect in such a 
way that he thinks he is buying the 
insurance when really he is being domi- 
nated to take it. 

Corinne V. Loomis of the Penn 
Mutual told how she sold insurance to 
a professor of psychology in one of the 
women’s colleges. First she found out 
all about her prospect and her char- 
acteristics; then she called at an 
auspicious time; then she got her ap- 
proach over by saying, “I want to do 
business with people capable of making 
up their minds on the spot and you 
strike me as that kind of a person.” 
The insurance talk was strictly on the 
subject at hand, demonstrating protec- 
tion of economic value of a life and the 
importance of buying insurance when 
it is available. A decision to buy insur- 
mee can be proscrastinated; a physical 
affliction or breakdown often serves no 
advance notice of its visitation. 


DIVIDEND ESTIMATES BAD 


Massachusetts Commissioner Would 
Suppress Them He Tells Sales 
Congress 


Insurance Commissioner Monk, of 
Life Insurance 
3oston on Satur- 
day that he thought insurance companies 
should eliminate estimates of dividends. 


“Most of 


Massachusetts, told the 
Congress luncheon in 


you men are strangers to 
me,’ he said. “I have never seen you 
before and | hope I'll never see you 
again—at the state house. The reason 
I do not know more life insurance 


agents is that they are a good class of 
men and rarely give me any trouble. 
When there is a complaint it is usually 
because years ago some over. en- 
thusiastic agent apparently made promises 
which have not been kept in the way of 
the returns which would come from the 
policy. I'd like to see all those estimate 
(dlisappear.” 

Mr. Monk said that most men in 
Massachusetts selling life insurance gave 
life insurance all of their time. 


Brock on Direct and 
Specific Approach 


WISE USE OF _ LITERATURE 


John Hancock Letters to Prospects 
Linked With Folders Which Tell 
Effective Story 


The John Hancock Mutual Life re- 
cently compiled for the use of its gen- 
eral agents and sub-agents a series of 
sales folders containing suggestions for 


a direct and specific approach. It dis- 
carded practically all of its old can- 
vassing material. There are eleven 


folders in all which cover these sub- 
jects: securing prospects and circular 
izing, endowments in series, business in- 
surance, insurance to provide funds for 
an education, instalment settlements, be- 
quest insurance, annuities, estate crea- 
tion, estate conservation, mortgage and 
term insurance, and conservation of in- 
surance in force. * 

One of the most interesting talks made 
at the Boston Sales Congress last week 
was that of Elbert H. Brock, vice-presi- 
dent of the John Hancock, in which he 
discussed the new canvassing material 
including form letters for use in connec 
tion with each of the subjects mentioned. 
Mr. Brock said that one of the advan 
tages of the direct mailing approach is 
that it makes the matter concrete and 
tangible. Life insurance, though an 
acknowledged essential commodity is, in 
the last analysis, a very intangible one. 
It is concrete enough for those actually 
engaged in selling it, but abstract, on 
first approach, to those who buy it. The 
salesman must have the faculty to sell 
the intangible, must have the ability to 
inspire imagination in others. Imagina- 
tion does not bubble out of the average 
person: it is rarely a “self-starter,” and 
must be stimulated by exterior in- 
fluences. 


Letter Offers a Concrete Approach 


If the agent first makes the approach 
through a letter, there is at once some- 
thine concrete. The letter itself is 
tangible. There is the agent’s signature. 
He offers a booklet or a folder. Whether 
the recipient sees fit to pocket the let- 
ter or leave it upon his desk, it stands 
as a concrete reminder. And_ the 
chances are that sooner or later he will 
respond. If the agent had simply asked 
for the opportunity to give an oral argu- 
ment, it is doubtful if he would have 
inspired much interest. Most people do 
not want to be “talked at.” they want an 
opportunity to study the proposition. 
Therefore, the offer of a booklet or a 
specific proposition is tangible and is 
hound to be welcomed. 

The most expensive factor in 
ress is man power. And thus one of 
the greatest advantages of the direct 
mail approach is that it economizes in 
man power. Compare the cost of send- 
ing out agents to cover a list of 500 in- 
dividuals with the cost of a good letter 
to the same list, or several letters sent 
to the same list. 

Once an individual has responded to 
a letter. he establishes himself as a con 
tact. His interest has been attracted, if 
not won. with an economy of both time 
and expense. Also as the agent goes 
to him on invitation, he (the agent) 
is in control of the situation. He can 
dismiss from his mind the thought that 
he mav be encroaching upon the pros- 
pect’s time or trving his indulgence, and 
can give over the entire activitv of his 
mind to the specific business of selling 
the policy. 


busi 


While the direct mail approach is de- 
signed primarily to establish a contact, 
it can be made most instructive to those 
who should be familiar with the broader 
services now rendered by life insurance. 


Understanding Results in Sales 


There is no doubt that more people 
would buy insurance and people would 
buy more insurance if they knew more 
about it. It is a fact that life insurance 
companies have not devoted as much ex- 


pense or effort to advertising as have 
other industries of similar size and im- 
portance. 

Especially good results have been ob- 
tained selling endowment in series 
through contacts secured by mail, the 
use of canvassing literature having been 
found more satisfactory. The policy av- 
erages big and shows that there is a 
much larger amount of insurance can 
be sold in series than separately. The 
average of 145 endowments in series is- 
sued through the Paul F. Clark Agency 
is over $9,200. 

Mr. Brock 

“The latest publication for use in our 
svstem shows a definite program ar- 
ranged for a policyholder and bears out 
our previous statement that the agent’s 
greatest service can be rendered to a 
policyholder in analyzing the type of in 
surance required to cover the specific 
need and selling the contract which af 
fords the most far-reaching nad con- 
structive type of protection” 


concluded as follows: 


BOSTON TALENTED 


Graham C. Wells Tells Sales Congress 
Underwriters There Lead In Mod- 
ern Salesmanship Ideas 


Graham CC. Wells, president of the 
National Association of Life Under 
writers, paid Boston insurance talent 
quite a compliment at the Sales Con- 


gress there last week when he said that 
city furnished insurance gatherings 
seme of the best speakers they had, 
specifically referring to Franklin W. 
Ganse, Columbian National Life: Charles 
C. Cilman, National Life of Vermont; 
Paul Clark and Earl G. Manning, of the 
John Hancock: and Robert W. Moore, 
New England Mutual Life. 

Moreover, he said that Boston men 
have perfected many of the best sales 
talks on life insurance for special pur- 
poses now to be found, such as inherit- 
ance tax arguments, program insurance, 
hequest insurance, endowment in series, 


ne. 

Mr. Wells, who was in good form, told 
a number of good. stories illustrating 
strategy. He emphasized the im- 
portance of an agent having a definite 
objective. The man who does not start 
out with an objective scatters his ener- 
gies. But while the agent should know 
what he wants to sell the prospect he 
should not be too set, as his mind should 
be open to impressions, so that he can 
make a change of tactics. In his con 
tacts he should remember that the aver 
age man does not like to be shocked too 
much by being asked to adopt innova 
tions or to take procedure much re 
moved from his routine. He is keen on 
the familiar things and loves to dwell 
among pleasant memories. If he has en 
joved a_ trans-continental trip he = is 
pleased by pictures of the Grand 
Canyon. Anvthing that within 
the range of his experience makes a 
deep impression. 

In discussing 


sales 


comes 


objections, Mr. Wells 


said that most of them were not real, 
but if real, it is not difficult to remove 
them. 


UNSOUND RETIREMENT PLAN 


Bill Reported Out by Albany Committees 
Permits State Prison Employes 
to Join on Favorable Terms 


What is described as a “flagrantly un 
fair and unsound” bill has been reported 
out of both the New York State Senate 
and Assembly insurance committees, per 
mitting prison attaches to come into the 
State Emploves Retirement System by 
simply making the contribution required 
at age of date of taking effect of the 
bill, whereas at present the law requires 
anyone wishing to join the retirement 
svstem to pav into the fund, to get 
credit for previous service, contributions 
on salary dating back to the establish- 
ment of the fund in 1921. Tt is claimed 


that this plan, if generally adopted 
would threaten the soundness of the 
fund, affecting thousands of _ state 
employes, 


~ 
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Ordinary Life vs. : 
20 Payment Forms 


SHOWING UP SOME FALLACIES 





Used By 
visers” in Comparing These Plans; 
Must Consider Insured’s 


Arguments “Insurance Ad- 


Situation 





The 


and 


life 


been 


relative merits of ordinary 


life 


recently, 


have 
but they 
application of the 


twenty-payment 
discussed 
futile 


much are 


usually unless 


points involved are made to some par- 


ticular 
the insured. 


set of circumstances of 
One of the broad, 
statements heard is that the 
should buy only ordinary life—that 
twenty-payment life is a mistake. The 
Equitable Society of New York points 
out that the plea as presented by many 
of the so-called “Insurance Adverisers” 
is that if the difference in premium be- 
tween the Ordinary Life and the twenty 


case or 
general 
insured 


payment life is invested at say 5% or 
6% interest, the policyholder would be 
much better off at the end of twenty 


vears, to say nothing of having this dif 


ference in the bank in the event of prior 


death. There are many cases where the 
ordinary life policy is the better policy, 
and there are likewise’ many cases 
where the twenty payment life is the 
better policy; but where a change in 


plan in existing insurance is sought, it 
is only too often for the primary pur 
pose of selling the man new insurance. 

Policies are designed to fit the differ- 
ent needs of the insuring public, and 
where an existing policy on the twenty 
payment life plan is changed to the 
ordinary life plan, we feel that our 
policyholders have been harmed unless 
there is a pressing need for the change. 
The following will show the fallacy of 
the argument as generally used in such 
cases. 

For illustration, 
erage 


age 35. 


the av 
insured at 


we will take 
case of a policyholder 
. V. 20 
xs. 
$609 
327 


Premium 
$38.34 
28.11 


20 Payment Life 
Ordinary Life 


$10.24 $282 
Invest this 
at 5% compound 
you will have at 
20 years 


A difference of... 
The “adviser” 
$10 difference 
interest and 
the end of 
The “adviser” in his 
fails to take 
the 
ing 


Says: 


statement 
into consideration 
fact that dividends are be 
paid. If the dividends are 
taken into consideration the re 
sult is quite different On the 
basis of our 1924 dividend scale, 
the aggregate difference in net 
premium (premium less 
dividend) between the 20 Pay- 
ment Life and Ordinary Life at 
age 35, over a term of 20 years, 
would be $148.70. or an 
of less than $7.50 
If the 


were 


cost 


average 
a year 
actual pegs each year 
invested at 5% compound 
interest, at the he of 20 vears 
it would amount to.. 
Whereas the 


“$275.44 
difference in) Cash 
WOODS’ AGENTS TAKE COURSE 
Thirty-seven Members of Pittsburgh 
Agency Join Selling Class; Some 
Big Producers Included 





There are thirty-seven members of the 
Edward A. Woods agency of the Equit 
able Society at Pittsburgh, in the class 
in life insurance salesmanship which 
started last week at the University of 
Pittsburgh. This is probably the larg 
est number of persons from one agency 


that has 


ing course 


ever taken a universitv sell 
at the time.- It is also 
probable that the group has had a larger 
a experience before taking the 
course with a higher volume of produc 
tion. Many of them are successful life 
underwriters who have been ten to fif- 
teen years in the business and are writ- 
ing 


same 


from $100,000 to $500,000 each year. 





Values at the end of the 20 year 
in favor fo the 20 Payment 
$ 


Lie POMCG 16 .cisccc tie deasuaoweed 82.00 
From the foregoing it will be seen 
that the small additional net amount 


paid each year under the 20 Payment 
Life policy in itself turns out to be a 
good investment—in addition to which, 
of course, there is the fundamental 
fact that many men desire to so arrange 
their affairs that after 55 or 60 years 
of age, their financial obligations will 
be reduced to a minimum. The paid up 
20 Payment Life policy not only means 
a contract on which there are no fur- 
ther payments to be made, but a profit- 
able contract that will be increasing in 
value each year, and that each year 
will be bringing in a welcome dividend. 

These figures are given not for the 
purpose of proving that the 20 Payment 
Life is a better policy than the Ordi- 
nary Life; but rather to refute the fal- 
lacy that the Ordinary Life policy is the 
only policy that should be sold. 








THE EUREKA LIFE INSURANCE COMPANY 


BALTIMORE, MARYLAND 
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HOME LIFE INSURANCE COMPANY of AMERICA 


INCORPORATED 1899 
PROTECTS THE ENTIRE FAMILY 


This sumone issues all modern forms of policy contracts from BIRTH to 6 years 
next birt 

INDUSTRIAL POLICIES are in FULL IMMEDIATE BENEFIT from date of issue 
and are up-to-date in every respect. 
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MEASURES OF SERVICE 








BILLION DOLLARS. 


service. 


grow. 


good agents. 





THE NEW YORK LIFE INSURANCE COMPANY has over a 
THOUSAND MILLION DOLLARS 

in securities and valid credits. 

WHY IS THAT IMPORTANT? 


Chiefly because this immense sum is a measure of the service which the Company is to 
render to the public in the future. 

If it had no money it could render no service. 
without rendering great public service. 


No life insurance company becomes great 


THAT?’S the law of life insurance. 


THE NEW YORK LIFE 
has over FOUR THOUSAND MILLIONS of insurance in force. 


WHY IS THAT IMPORTANT? 


Chiefly because this is another measure of the Company’s service to the public. 
differently, it means that it has contracted to pay, under certain definite conditions, in 
which the policy-holders must do their part, 
DOLLARS to its members. 


THE NEW YORK LIFE 


paid to. and on account of. volicv-holders in 1923 over ONE HUNDRED AND SIXTY- 
FIVE MILLION DOLLARS and sinceerganization has paid on that account over —_ 


\ 
Stated 


over FOUR THOUSAND MILLION 


WHY IS THAT IMPORTANT? 
Chieflv because this is the heart of the whole matter; this ic the final measure of its 


THE NEW YORK LIFE 
paid policy-holders in dividends in 1923 over FORTY-SIX MILLION DOLLARS. 


WHY IS THAT IMPORTANT? 


Chiefly because those dividends reduced the agreed cost of insurance by so much. Divi- 
dends, so-called. are a measure of the economy with which a life company’s business is 
managed. It’s ALL A QUESTION of service. 


Unless a life insurance company renders service it will not grow; it will not deserve to 


THF. ROAD TO A BILLION DOLLARS IN ASSETS IS PAVED WITH MILLIONS OF 
SCIENTIFICALLY BENEFICENT ACTS. 

There is no charity anywhere in it. 
service in what mav be called intangible values: 
citizenshin, in obedience to the law, in integrity, in all the impulses that make a man 
stand on bis own two feet and do a man’s part. 

I am not sure that the service rendered by this Company in seventy-nine years in in- 
tangible values has not heen worth more to the public than its service in the two billion 
dollars already accounted for and the billicn dollars now on hand. 

We are still doing business and have room for more good policy-holders and for more 


It is first a service in money. And then, too, it is a 
In resnonsibility, in self-respect, in good 














NEW YORK LIFE INSURANCE COMPANY, 346 Broadway, N. Y. 


DARWIN P. KINGSLEY, President 
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20 Payment Life 
vs. Ordinary Life 


AGENT DIFFERS WITH BORDEN 








Many Ordinary Life Advocates Do Not 
Recommend Investment of Differ- 
ence in Premium Cost 





‘THe EAsterN UNDERWRITER has received 


’ the following letter from a New York 


agent who disagrees with the conclu- 
sions reached by Albert G. Borden, in- 
spector of agencies of the Equitable 
Life Assurance Society, in an article 
printed by THe Eastern UNDERWRITER 
carrying the headline: “20 Payment vs. 
Ordinary Life.” 

“Why is it that the advocate of Lim- 
ited Payment Life policies almost in- 
variably assumes that the agent who be- 
lieves in Ordinary Life never recom- 
mends a Limited Payment policy? 

“Why does the advocate of Limited 
Payment always harp on the statement 
that ‘where a change in plan in existing 
insurance is sought, it only too often is 
for the primary purpose of selling the 
man new insurance?’ Why not phrase 
this properly and say ‘additional insur- 
ance,’ 

“In presenting his case, Mr. Borden 
assumes that the advocate of Ordinary 
Life policies invariably recommends the 
investment of the difference in the 
premium cost and then cites what he 
terms ‘the average case.’ 

“There are many of us who are advo- 
cates of Ordinary Life as a general rule, 
who never under any circumstances 
recommend the investment of the dif- 
ference in premium cost; on the con- 
trary, recommend the purchase of 
Ordinary Life insurance in greater 
amount. 

“There are many of us who never re- 
fer to ‘cash values’ for the reason that 
we are selling life insurance and not 
cash values. 


“Disturbing” the Policyholder 

“The ‘average’ case of the man with 
2) Payment Life policies is one where 
he could have been sold properly at the 
start, that is to say could have been 
sold Ordinary Life in that amount which 
the premiums on the 20 Payment would 
have purchased. I am assuming, when 
! say ‘properly,’ that Mr. Borden will 
agree that the prime object of insur- 
ance is protection and that $30,000 is 
more protection that $20,000. 

“The special committee of the Life 
Underwriters’ Association of New York, 
in its recent report, knowingly or un- 
knowingly, has avoided the real issue. 
The burden of their complaint is, it 
‘disturbs’ the policyholder. I don’t see 
why it should. But the simple truth is 








Newspaper Man Wanted 


Leading Life Insurance Company wants compe- 
tent newspaper man or insurance journalist to 
handle their agents’ periodical. 


“Agency Periodical” 
Eastern Underwriter Company 


86 Fulton Street 
New York 








some companies and general agents en- 
courage the sale of Limited Payment 
policies where they do not in fact, fit 
the needs of the assured; where the 
same amount of money expended would 
purchase greater protection. We have 
on the one hand agents educated to sell 
Limited policies with high cash values 
and on the other hand, agents trained 
to sell maximum protection with cash 
values as secondary. 

“There is a field for Limited Payment 
policies among those whose income is 
sufficient to stand the increased rate 
without adversely affecting the value ot 
his estate at death. When Limited Pay- 
ment policies are sold at a sacrifice of 
adequate protection, it is to the detri- 
ment of the assured and his dependents. 
Such a transaction does not reflect 
credit on the great institution of life 
insurance. When life insurance is sold 
in this manner and later intelligently 
re-arranged by another agent providing 
additional insurance, the fact that a com- 
mission is made thereby is beside the 
issue. All agents live by commission. 
The first agent got commission; the sec- 
ond one earned it—even as a lawyer re- 
writing a faulty document for which 
another lawyer has received a fee. And 
in such case would the second lawyer’s 
action reflect on the entire legal pro- 
jession? And should he refuse to act 
for fear of casting a reflection on the 
legal profession?’ 


LANDAU SOLE MANAGER 
The Guardian Life of New York an- 
nounces that the office at Broadway and 
Forty-fifth street, New York, formerly 
under the management of Kurzweil & 
Landau, will in tuture have as manager 
Leo D. Landau. 
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The 
Mutual Benefit Life Insurance Co. 


of Newark, New Jersey 
pioneers in 


leges are options of the regular policy 
and are available to all policyholders, 
old and new, in accordance with the 
Mutual Benefit’s principle of retroaction 
which makes the oldest policy contract 
in essential particulars as liberal as the 


issuing 
The income privi- 














Kansas City Companies Do Some 
Institutional Advertising There 


The four old-line life insurance com- 
panies having their home offices in 
Kansas City have joined in an “institu- 
tional advertising’ campaign of their 
own. A large display advertisement in 
the “Kansas City Star” tells its readers 
that Kansas City has become a life in- 
surance center, that more than 225,000 
individuals are regularly paying 
premiums to these four companies—Kan- 
sas City Life, Business Men’s Assurance, 
National Fidelity Life and the Midland 


Life. These four companies have in- 
surance in force of more than 
$350,000,000. 


STANDARD LIFE INCREASES 

The Standard Life of St. Louis closed 
the year with insurance in force of $76,- 
112,000, which was a net increase of 
over $34,000,000. The admitted assets 
were over $8,210,000 and the annual in- 
come $5,434,000. The company’s paid-up 
capital is $325,000 and surplus account 
$608,000. 

Since the removal of the company’s 
head offices from Decatur, Ill, to St. 
Louis in 1922, President J. R. Paisley 
says there has been a great increase in 
the amount of the company’s business 
and the number of its representatives: 


MRS. FARRAR A DELEGATE 

Charlotte Farrar, secretary to Colonel 
Irancis R. Stoddard, Jr., superintendent 
of insurance of New York, is one of 
seven women designated at the primaries 
this week as official members of the 
New York State delegation to the Re- 
publican Convention in Cleveland. 


= 


SAMUEL R. McBURNEY RESIGNS 





Succeeded as Travelers Superintendent 
of Agencies by H. H. Armstrong; 
D. J. Bloxham Assistant 
Samuel R. McBurney, superintendent 
of agencies, who went on a vacation the 
first of the year, has retired from the 
Travelers and is succeeded by H. H. 

Armstrong. 

Daniel J. Bloxham, now agency in- 
structor, has been made an assistant 
superintendent of agencies. 

Mr. McBurney was with the com- 
pany a third of a century, starting as 
cashier in Omaha. In. the early days 
he was associated with Vice-President 
Way in St. Louis. He came to the home 
office seventeen years ago. 

Mr. Armstrong’ has 
superintendent of 
years. 


been 
agencies 


assistant 
a dozen 


REPORT ON CAPITOL LIFE 

The regular Insurance Commissioners 
Convention Examination of The Capitol 
life of Denver has been issued, as of 
December 31, 1923, verifying the com- 
pany’s annual statement. Admitted as- 
sets shown are $6,259,398.35, with policy- 
holders’ surplus of $699,411.14, of which 
$250,000.00 is capital stock. The report 
is made by the Departments of Colorado, 
Wyoming and Arizona, W. H. Kelly 
representing Colorado; W. W. Scott, 
Wyoming, and George H. Craft, Arizona. 

The company is in excellent condition 
and the report commends the manage- 
ment for the careful methods of cal- 
culating liability and the liberal reserve 
policy adopted. Last year the Capitol 
Life wrote $9,030,000 of insurance and 


at the close of the year it had in force 
$50,043,000. 


HYDE WITHDRAWS BAN 

Satisfied that everything is being done 
possible to permit the entrance into 
Massachusetts of the reciprocal ex- 
changes, Superintendent Hyde, of Mis- 
souri, announces that he will re-license 
the twenty-five Massachusetts’ com- 
panies which at one time he said could 
not continue doing business in Missouri. 





LED ALL GENERAL AGENTS 

W. R. Collins & Co., who recently re- 
signed the general agency in New York 
for the National Life of Vermont, led 
all the general agencies of that company 
in individual production for January. 
W. R. Collins personally paid-for a 
quarter of a million. 
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Total Admitted Assets 


Policy Reserves, Company’s 

required by any State) 
Dividends on Deposit with Interest 
Other Liabilities........ 


Surplus Reserves: 


Unassigned Funds 








The 
Connecticut Mutual Life Insurance Company 


Hartford, Connecticut 


Insurance in Force (Dec. 31, 1923).............. $493,104,545.76 
Cyoke goa ewes 110,333,136.94 


Standard 
ccetstakamke eweae sean $94,017,948.00 


For Dividends in 1924.......... 
Investment Contingency Reserve 


milotee acne $3,350,000.00* 


*Increased from $2,850,000.00 apportioned in 1923 


NEW PAID-FOR BUSINESS IN 1923 
$78,471,199.98 


(higher than that 
3,664,170.17 
3,186,855.08 


750,000.00 


5,364, 163.69 9,464,163.69 


°$110,333,136.94 
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Retelis Cleveland’s 
Insurance Experience 
IN SATURDAY EVENING POST 


George F. Parker’s Long Article Recalls 
Important Events in Insurance 
History 


fhe “Saturday Evening Post” of 
March 29 printed a story four or five 
pages long bearing the caption “Grover 
Cleveland’s One Business Venture.” It 
was written by George F. Parker, who 
is Mr. Cleveland’s biographer and he 
was his secretary at the time Mr. Cleve- 
land, Justice Morgan J. O’Brien, and 
(,eorge Westinghouse became trustees 
of the Equitable Life Assurance Society. 
Ihe story goes over the old ground of 
the events leading to the purchase of 
the Henry B. Hyde stock by Thomas F. 
Ryan and associates and relates in de- 
tail the negotiations between Mr. Ryan 
and the former president which resulted 
in his accepting Mr. Ryan’s offer to act 
as one of the three trustees to hold the 
stock of the Equitable which had been 
acquired by Mr. Ryan and associates. 

\s secretary, Mr. Parker was present 
at the meetings of the trustees and he 
deseribes in detail how new. directors 
were chosen and the early days of the 
administration of President Paul Mor 
ton. He also narrates how William A, 
Day, now. president, went with the 
i.quitable. Along this line he said: 

“William A. Day, who had been as 
istant to the attorney-general, came 
from Washington as controller, and 
was soon to become first vice-president, 
and later succeeded to the presidency. 
He had the advantage not only of hav 
ing the confidence of Mr. Morton, but 
also that of Mr. Cleveland, because dur 
ing the first Cleveland Administration he 
had beeh an efficient auditor of the 
lreasury. No man in the service of the 
society Was more devoted to Mr. Cleve- 
land or to lotty methods. He had been 
an active manager in his state of Ih 
pois, and his work in the Chicago con 
vention of 1884, in reconciling conflicting 
interests was not then known or even 
fully appreciated by many except Mr. 
Cleveland. Not only was this particular 
appointment good in and of itself, but 
it enabled the society to go forward 
with a fixed policy when Judge Day be 
came president.” 

Mr. Parker concludes his article with 
the following quotation from a_ letter 
written to him by Judge Day: 

“The value of Mr. Cleveland’s service 
to the cause of sound life insurance in 
the days of its trial cannot be over-es- 
timated.” 


MARITIME LIFE EXPANDS 

The Maritime Life Assurance Com 
pany, organized by J. T. Wilson, former 
Canada Life branch manager at Hali- 
lax, received its license from the 
Dominion Insurance Department, Ot- 
tawa, dated March 6, authorizing it to 
transact business in the Provinces of 
Nova Scotia, New Brunswick, Prince 
kdward Island and Quebec. The com- 
pany Was incorporated under — the 
statutes of Nova Scotia in 1922. It is 
the only life company of the Province. 
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that it pays to 


f WHEN THE ROBIN SINGS 


You are ready to turn new leads and new sales reasons into new policy- 
holders if you have been gaining these leads and building sales plans 
through an active winter campaign. You only shift your attack and 
put new power behind it. 
There was no let down 
National Life Insurance Company. ‘The line-up of prospects was shifted 
for certain territories and the sales volume kept at a high level. 
Lincoln National Life salesmen maintained their confidence in the high service ambitions 
of their Company and are going into their spring campaign with renewed vigor. All-the- 
year-round co-operation from their Company has convinced Lincoln National Life salesmen 


in the winter campaign of The Lincoln 





Lincoln Life Building 











The Lincoln National Life Insurance Company 


“Its Name Indicates Its Character” 


Now More Than $360,000,000 in Force 


Fort Wayne, Indiana 














TO FIGHT GAS POISONING 


New England Companies Join in Effort 
to Warn Public Against Auto Ex- 
haust in Closed Garages 


The increasing number of deaths due 
to carbon monoxide gas resulting from 
starting automobile engines in closed 
garages, has caused some of the com- 
panies to direct attention to this danger. 
At a recent conference of the publicity 
representatives of some of the New Eng 
land companies it was decided that. it 
would be a public service to direct atten 
tion to this subject. 

Dr. Willis H. Hazard of the New 
Kngland Mutual Life has made an in- 
vestigation of the subject and recom 
mended a method of warning policy 


holders by the companies sending a 


printed notice to policyholders. 

“The danger from this and other gases, 
products of gasoline combustion, is not 
confined to small, private garages,” says 
Dr. Hazard; “it may and does exist in 
public garages, the ventilation of which 
is sometimes below the safety point. 
The same is true of stationary engines 
confined in buildings and = cabins of 
boats. And it must be remembered that 
the vapor of gasoline itself is poisonous 
and quite capable of causing death.” 


WRITES HOLT CO. GROUP 
The Metropolitan Life has closed a 
group policy covering the 1,300 employes 
of the Holt Manufacturing Co., of 
Peoria, Hl., makers of tractors. The in- 
surance involved amounts to $1,600,000 
and is on a graduated scale from $1,000 

to $5,000, the employes contributing. 





in steady, healthy growth. 


Death Losses. 


B. H. WRIGHT, President 





State Mutual Life Assurance Co. 


of Worcester, Massachusetts 


Incorporated 1844 


The Company’s EIGHTY YEARS of constructive and pro- 
gressive service in the interests of its policyholders have resulted 
The insurance in force is now more 


than double the amount of insurance in force eight years ago. 


The Company’s Investment Income Has Paid More Than All 


STEPHEN IRELAND, Superintendent of Agencies 


D. W. CARTER, Secretary 
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ACACIA . 


A Mutual, Qld Line, Legal Reserve Company, limited by its Charter to Master Masons only and issuing 


all Standard Forms of Life Insurance policies at Net Cost. 


SNe yeahs ee (Over) $152,000,000 
Rs SPAR FRO (Over) 10,000,000 


Officially Endorsed by the Grand Lodge of the District of Columbia 





Liberal Dividends - 
Insurance in Force December 31, 1918 
Insurance in Force December 31, 1923 


Dkpiiicn selon isierels alee stewed $24,044,612 
seins ects mhetains sain eg ium 152,000,000 


AN INCREASE OF OVER 500% IN FIVE YEARS 


This remarkable record is without parallel in insurance history, and is the best proof. of the fact that 
the Acacia is rendering a REAL SERVICE to members of the Fraternity and their families. 


WILLIAM MONTGOMERY, PRESIDENT 


HOMER BUILDING, WASHINGTON, D. C. 





Masonic Service 








Lovelace Completes 
5 Years of Education 


TRAINED HUNDREDS OF MEN 


Born Educator Anxious To Help Men 
Develop; His Courses Paved Way 
For Others 


By James Elton Bragg 

It was just five years ago—April 1, 
1919—that Griffin M. Lovelace began to 
devote his time exclusively to the educa- 
tion of men and women in the principles, 
methods and ethics of life insurance 
salesmanship. Upon that day he was 
selected as the man to organize the 
curriculum of the new school of Life In- 
surance Salesmanship in the Carnegie 
Institute of Technology. Within a year 
he assumed the duties of Director of 
the Carnegie School. Two years later 
he came to New York City, as Director 
of the Life Insurance Training Course 
in the New York University. His work 
in these fields during the past five years 
has contributed to the success of 
thousands of life insurance salesmen 
throughout America. 

Mr. Lovelace is a born educator. He 
has an ingrained love for teaching, and 
a sympathetic understanding of the as- 
pirations of men who desire to develop 
themselves into bigger, better men. Mr. 
Lovelace is a scholar, having been 
vraduated from universities both in 
America and abroad. But even with 
these qualifications he could never have 
accomplished) such far-reaching results 
in the field of vocational education for 
life insurance salesmen had it not been 
for his background of experience. He 
has spent the whole of his business 
career in life insurance, first as an agent, 
later as a manager, and eventually as a 
superintendent of agencies. 

When he consented to drop out of 
the production field in order to devote 
his time and energies to the work of 
assisting other life insurance men in 
mastering their profession, he faced a 
difficult task. There was little material 
available for courses in life insurance 
salesmanship. There were no. suitable 
textbooks. Such meagre material as 
could be used had to be carefully sifted 
and reorganized. It was necessary, in 
fact, to start almost in virgin field. 

The outstanding achievement of Mr. 
Lovelace, in his work of organizing the 
Carnegie Tech curriculum, was the 
preparation of his course in the Func- 
tions of Life Insurance. The concepts 
upon which this course is based, have 
completely changed the attitude of suc- 
cessful life insurance salesmen toward 
their selling problem. Mr. Lovelace has 
taught the life insurance men of Amer- 
ica to sell their policies and their serv- 
ice in terms of the specific needs of 
the particular prospect. In the old days 
the agents sold policies as commodity 
specialties. Now they sell a professional 
service which involves the adaptation of 
a special plan or program of life insur- 
ance to the exigencies of the individual 
situation. Mr. Lovelace has taught us 
that service means serving needs. 

In the course of his work during the 
past five years, Mr. Lovelace has pub- 
lished several books on the various 
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SERVICE TO SALESMEN 


85,000 checks for Special Deferred Dividends, 
in addition to regular dividends, to be delivered 
to policyholders by salesmen in dividend year 


BANKERS LIFE COMPANY | 


GEO. KUHNS, Pres. | 
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phases of the insurance salesmanship. 
He is the author of “The House of 
Protection,” “Analyzing Life Situations 
for Life Insurance Needs,” and several 
other special texts for the use of his 
classes. He collaborated with Dr. E. K. 
Strong in the preparation of the well- 
known book, “The Psychology of Sell- 
ing Life Insurance.” He is a member, 
with Dr. John A. Stevenson, of the board 
of editors of the Harper’s series of life 
insurance textbooks. 

Mr. Lovelace’s work in organizing 
courses in life insurance salesmanship 
did not end at Carnegie Tech. He has 
furnished the inspiraiton and method for 
numerous other university schools and 
company schools for life insurance men 
and women, and for many courses which 
are given by the Young Men’s Chris- 
tian Associations in various cities. 

Mr. Lovelace could not have won his 
success as a pure teacher technician, no 
matter how able or erudite. He has the 
faculty of winning the affection of his 
pupils, of retaining their loyalty, of mak- 
img them work hard and conscientiously. 
In the five years that he has devoted 
to educational work thirteen hundred 
students have come into direct contact 
with him and he can truly call every 
one of them his friend. 

In my opinion the life insurance fra- 
ternity is under a deep debt of gratitude 
to Mr. Lovelace and insurance salseman- 
ship is a better profession and one easier 
to practice because of the work which he 
has done. 

The article reproduced above was writ- 
len by Mr. Bragg for the “Life Associa- 
tion News.” Mr. Bragg has been asso- 
ciated with Mr. Lovelace, first as a student 
and then as an assistant in his educational 
work, 


NAMES CONVENTION DATES 





American Life Convention Meets at 
New Orleans October 15 at Hotel 
Roosevelt; Legal Section Oct. 13 


The official dates for the annual con- 
vention of the American Life Conven- 
tion at New Orleans were set at a 
meeting of the executive committee 
held in Chicago last week. The legal 
section will convene at the Hotel 
Roosevelt, New Orleans, October 13 and 
14. The Convention proper will meet 
during the three following days. 

The Pan-American Life of New Or- 
leans, as host, will have associated with 
it the Louisiana State Life of Shreve- 
port and the Lamar Life of Jackson, 
Miss. Dr. E. G. Simmons, vice-presi- 
dent and general manager of the Pan- 
American Life and a former president 
of the American Life Convention, will 
be in charge of arrangements. E. J. 
McGivney, general counsel of the Pan- 
American Life is secretary of the Legal 
Section. 

President Joseph B. Reynolds ap- 
pointed a special committee headed by 
R. W. Stevens, president of the IlIli- 
nois Life, to consider the financing and 
work of the American Service Bureau. 


Makes New Ruling on 
Disability Provision 


LIMITED TO EARNED INCOME 





Provident Mutual Life Finds Experience 
With Disability Requires Strict 
Interpretation 


The Provident Mutual Life has estab- 
lished a new rule concerning the ac- 
ceptance of applications for disability 
rrotection. The basis for the company’s 
new rule is that the total disability in- 
come, an applicant may receive from all 
sources in event of his sickness or dis- 
ability, should bear a proper relation to 
his earned income. The company’s 
present rule reads: “In all cases the 
zmount of disability income on all the 
insurance on the applicant’s life must 
be well under the applicant’s earnings.” 

It has been found desirable to make 
this statement more definite and, ac- 
cordingly, the following ruling is made: 

In order for the insured to be granted 
a disability provision (whether income 
or waiver only) the total disability in- 
come of the applicant from all sources 
(including life, accident, health, etc.), 
which the insured would receive should 
he become totally disabled, must not ex- 
ceed the following limit after the dis- 
ability income being applied for from 
this company shall have been added: 

Maximum Yearly 
Dis. Income 
Personal Yearly Earnings of from all sources 

Insured Excluding Income Including Ins. 
from Investments Applied for 
$1,500 and under 80 per cent. 

1,500 up to $3,000 75 “ = 


over 


<< SOR * “ 5,000 65 “ es 
“ a0 ° 10,000 60 “ 7 
10,000 oon" 


Note particularly that the table refers 
to the applicant’s earnings by his own 
personal efforts in his business or occu- 
pation. 

Any income from investments is not 
current earned income and should not 
be considered. 

If the disability income of the ap- 
plicant is over the above percentage of 
his earnings, a disability provision can- 
not be granted. 

This new ruling necessitates even 
greater care and accuracy in answering 
question (5) of the application regard- 
ing the applicant's disability protection 
already existing. The amount of im- 
come should be stated clearly. Also the 
question regarding the applicant’s earn- 
ings contained in the agent’s certificate 
on the back of the application should be 
answered definitely and as accurately as 
possible. 


GET MARYLAND AT PITTSBURGH 
The Hagey H. Campbell Co. of Pitts- 
burgh has been appointed general agents 
for the Maryland Assurance. This of- 
fice is well-known throughout western 
Pennsylvania, especially in casualty 
lines, burglary and allied branches. 
Hagey H. Campbell has many bank af- 
filiations in that part of the state. 





Our National Advertising Campaign 
building; our specially prepared 


standard Policies for Under-average 
ment Policies, Non-cancellable and 
Policies. 


Address: 


Pan-American Life 
teen $1,000,000 








_ INCREASED RANGE OF SERVICE 
| TO OUR AGENTS 


Educational 
damentals and principles of the business; our Sales Planning Department 
secures prospects and arranges interviews. 

We write a complete line of Unexcelled Low-cost 


| 

| 

We have room in our fast growing organization for a few more men who | 
would like to take up Life Insurance | 


E. G. Simmons, Vice President and General Manager 


New Orleans, U. S. A. 


CRAWFORD H. ELLIS, President 


Insurance in Force over $110,000,000 


will aid materially in organization 


Course teaches the fun- 





Life Policies, Sub- 
Lives, Child’s Educational, Endow- 
Cancellable Accident and Health 


work under ideal conditions. 


Insurance Company 


Total Resources over $13,000,000 














for superior 

service on 
Substandard 

and Surplus lines 
of Life Insurance— 


the 


MISSOURI STATE LIFE 


Liberal first commissions; 
guaranteed non-forfeitable 
renewals, in Branch Office 
territory. 


Assistance. 


Expert Sales 


also 
Accident 
/ and Group 
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Havana in 1925 


MISSOURI STATE LIFE INSURANCE CO. 
Home Office—St. Louis M. E. Singleton, Pres. 
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Answers Statements 
Made by Ford’s Paper 


WHERE PREMIUM INCOME GOES 





Clarence L. Ayres Shows Vast Insur- 
ance Business Conducted on Nar- 
rower Margin Than Other Lines 





Clarence L. Ayres, president of the 


American Life of Detroit, has prepared 


an answer to the articles in Henry 
Ford’s “Dearborn Independent,” attack- 
ing life insurance companies. Mr. Ayres 


that he 


says makes no 


effort to deal 
with the many erroneous conclusions and 
generalities in the articles, but aims to 
answer the query propounded in the ar- 
ticles, “Where Does Big Money Go?” 
referring to the volume of premiums col- 
lected. 

During 1922, 241 regular old-line life 
Insurance companies of the country had 
premium income of $1,075,591,236.00; in- 
terest and rent receipts and other mis- 
cellaneous income of $336,761,135.00, and 
that their earnings from  non-ledger 
items, such as increases ‘in past due and 
deferred premiums, collected from non- 
admitted items of previous years, in- 
in due and accrued interest, etc., 
amounted to $48,731,648.00, making the 
total income for the year $1,461,084,- 
019.00, and that at the conclusion of the 
year these companies had an outstand- 
ing liability on an insurance account of 
$39,557,051,825.00 of life insurance pro- 
tection on 18,788,173 policyholders. 

For this protection these interested 
policyholders paid premiums for the 
vear as above indicated aggregating $1,- 
075,591,236. 


crease 


Distribution of Funds 


Disbursed to policyholder beneficiaries 


for death. losses... .<..6¢<00u8 $250,695,645 
Disbursed to policyholders for matured 
CNGOWMENtS. ...5ccceccae .. .$101,583,437 
Disbursed to policyholders for an- 
UNOS iodo dice creoie sauce cee Sey oeee 
Disbursed to policyholders for cash 
surrender See ck hea hea $177 393,315 


Disbursed to participating policyhold- 
ers for premium refunds....$215,341,874 
Disbursed for taxes, departmental 
fees, ete. 520,840,146 
Credited to reserves or cash values of 
individual policyholders’ account, 
Beers ASR rset ars ete Rene $287,577,057 
Total amount disbursed to and credit- 
ed to policyholders’ account and paid for 
taxes (998% of premiums collected), 
OL res $1,073,606,715 
Le aving a debit balance against policy - 
holders’ account of premiums collected 
over disbursements, credits to gga 
holders and taxes, of (2/10 of 1% of 
premiums paid) 
rhe interest collected on policyholders’ 
reserve accounts and capital assets of 
these companies for the year 1922 was 
Dlcicb tients Gis Gio tai Mommie $336,761,135 
Fotal of balance of premium account 
and interest income on invested reserves 


and capital assets. ...... 00. $338,745,656 
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of the new business 


50 O7 % issued by the North- 


western Mutual Life Insurance Company, 
_ of Milwaukee, Wisconsin, was upon appli- 
cations of members previously insured in 
the Company. 

Once a Policyholder— 


Always a Prospect 
The ooo Company 
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The | 
Northwestern Mutual Life Insurance Co. 


Milwaukee, Wisconsin 
W. D. Van Dyke, President 
































. 
Non-Ledger Items Less decrease premium refund set 
Changes in assets during the year Side ...-....... Perr $151,307,527 
rightly considered as income: Net increase in all other liabilities 
Increase in past due and deferred pre- sss scree cette eee eee eee eee $6,952,297 
miums sseceenses Jeeeveees ,satee $ 20,345,698 Total charges against earnings, 
Non-admitted items of previous year ..........ccccccsccccccccccs $114,290,118 
such as agents’ balances, etc., paid dur- : ’ ; 
ing the year .0:.0.05.0.06000..6ph0e0020 Balance of premiums and earned in- 


Increase in all other items such as in- Come after all credits and disbursements 


terest due and accrued, ete...$2,065,324 for benefit of policyholders (18.6% of 
Total of these being ...... $48,731,648 total premiums and earned income). 
Total of balance of premium income, Note: Gross profits on the business be- 
interest income and net increase in non- fore expenses, interest on capital ac- 
FAROE TEINS i icdisincs oso e $387,477,304 count, losses on investments and other 


fixed overhead charges are taken care 
of. We do not know of any business 
that is operated on so small a margin 
as 18% gross profit before expenses, in- 
terest on invested capital, losses on in- 
vestments and other proper charges and 


From these earnings the companies 
set aside additional surplus security to 
policyholders (71% of premiums and 
earned income, made necessary and ad- 
visable from the ravishment of surplus 
security funds depleted by war losses 
and the influenza epidemic and its re- 
sulting high mortality in the years 1918, 


hazards incident to the business are 
taken cate Of ..cc000cecess $273,187,186 

Commissions, salaries and all other al- 
lowances to agents, branch office and 
held employees (10.5% of premiums 
and earned income)......... $154,652,849 

Medical fees, salaries of officers and 
home office employees, etc. (3.3% of 
premiums and earned income) $48,891,265 

All other expenditures, printing, sta- 
tionery, telephone, telegraph, investment 
expense $86,113,854 less taxes heretofore 
charged $26, 840, PAO oceans be $59,273,708 

Total of service charges (17% of pre- 
miums and earned income). .$262,817,822 

Balance to net profit, before deduc- 
tion of interest on invested capital, 
losses on securities, etc. (7/10 of 1% 
of premiums and_ earned income), 
$10,369,364 

It will be recalled that we are discuss- 
ing 241 regular old line legal reserve life 
insurance companies whose insurance 
service for the year extended to 18,- 
788,173 homes and offices, and aggre- 
gated insurance protection of $39,557,- 
051,825, so that the amount ($10,369,364) 
carried to net profit before deduction of 
interest on invested capital, losses on in- 
vestments, etc., amounts to the sum of a 
fraction over 55 cents per office and 
home to which the service is rendered. 
Putting it another way, the gross profit 
(on $39,557,051,825 of insurance in force) 
before deduction for interest on capital 
investment, losses on investments, etc, 
amounts to a fraction over 26 cents per 
$1,000 of life insurance protection af- 
forded. Not so startling a sum as in- 
dicated in Mr. Nash’s glaring headlines: 

“Where Does Big Money Go?” 

It might be contended by some that 
the item set aside as additional surplus 
security to policyholders of $105,072,262 
(7.1% of premiums and earned income) 
is also earnings or profit on the business. 
This, of course, is not true for the rea- 
son that a large part of it, as explained 
in the note accompanying this item, is 
replacement for losses in previous 
years, but if this item of 7.1% is added 
to the ($10,369,364) 7/10 of 1% of pre- 
miums and earned income, and all con- 
sidered earnings, the total ($115,441,626) 
would amount to 7.8% of premiums and 
earned income, not an unreasonable 
amount when the magnitude of in- 
vested resources of over six billion dol- 
lars is taken into account. 

Old Fallacious Theory 

Reference to the American [Experience 
Table death rate at age 35 as being 8.95 
is the same old fallacious theory that 
has sent hundreds of fraternal bene- 
ficiary societies and stipulated premium 
organizations to an ignominous grave 
during the past century, and the realiza- 
tion of its fallacy has brought their 
survivors to the adoption of an adequate 
rate of late years. It ignores the fact 
that this mortality at age 60 has in- 
creased to 26.69; that at age 70 it has 





1919 and at least a part of 1920), 

incmease ie Givieg iiaviiney M0822 | THE UNITED STATES LIFE INSURANCE COMPANY 
ie ce ee Aunmnnacen "$2,265,559 IN THE CITY OF NEW YORK 

ee en 91582508 ORGANIZED 1850 NON-PARTICIPATING POLICIES ONLY 





SAFETY 
investments. 
Provided 
organization. 


SERVICE 


Founded 1867 





SAFETY, SERVICE AND STABILITY 


Attract Prospects and Increase Agents’ Clientele 
Guaranteed by careful selection of risks and 
by an 


STABILITY Assured by conservative business policies. 





Insurance in Force Over $350,000,000 


For Information Concerning Contracts Address Agency Department 


105-107 Fifth Avenue 





Over 70 Years of Service to Policyholders 
Good territory for personal producers, under direct contract. 
HOME OFFICE 


New York City 

















efficient and progressive 


Home Office: 
Des Moines 


ILLINOIS—Springfield, Galesburg, 
FLORIDA—Jacksonville, Miami, 











Guarantee Fund Life Association 
OMAHA, NEB. 


ORGANIZED 1901 


Twenty-two Years of Progress and Service 


Splendid Agency Openings in the Following Cities: 


Bloomington, 
Pensacola, St. 


WRITE F. A. HICKS, SUPT. OF AGENTS, FOR PARTICULARS. 


Moline, and Freeport. 
Petersburg, and Tampa, 
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increased to 61.99; that at age 80 it has 
increased to 144.47; that at age 90 it 
has increased to 454.54, and that at age 
95 on the same table it has increased 
to 1,000. It is to avoid this increasing 
rate that an adequate reserve must be 
maintained in order that either the 
policy may mature as an endowment, 
become paid up at a definite time, or 


at best maintain a_ level premium 
throughout life. 
The articles seem to conclude that 


term insurance will fit all the needs of 
life insurance service, and in this, of 
course, he ignores the wishes of many 
insurers to purchase their policies the 
same as they would any other property 
and pay for them in the form of annual 
deposits with a definite understanding 
that interest will be credited to their 
net deposits at the rate of 34% or 4% 
and that when these net deposits to- 
gether with interest accretions amount 
to the principal sum of the policy, the 
pronertv they have been several years 
paving for then comes into their posses- 
sion at an agreed and stipulated time in 
their lives. Life insurance is the only 
property that a man can buy in this 
wav and at the same time have his un- 
dertaking or engagement underwritten 
in the form of a guaranty of its delivery 
to his family, free of incumbrance, in 
event of his death. 


The 241 American comnanies under 
discussion had assets on December 31, 
1922, aegregating $6,069,755.241. The 
outstanding insurance account as above 
stated amounted to $39,557,051,825, and 
these companies maintained an organiza- 
tion and branch office service through- 
out the countrv which, during that vear, 
extended the henefits of life insurance 
protection to 2.892927 American homes. 
carrving new life insurance protection 
written for that year amounting to $7,- 
160.327.248. 

This enormous business and the de- 
tailed service it entails is carried on and 
conducted for the small consideration 
ahove referred to. No other business in 
the world is conducted on so small a 
margin of either expense or net profit 
as is life insurance. 





ASSOCIATION DINNER TUESDAY 





Dr. J- Camnbell White, Fred W. Tasney 
avd Ralpnh G. Enclesman are Speak- 
ers; College Finance Subject 


The Life TWnderwriters Association of 
New Yor’ has secured three excellent 
speavers for the April meeting to be 
held Tuesdav evening. They are Dr. J. 
Campbell White, Ralph G. Englesman 
and Fred W. Tasney. 

Dr. White will talk on “Life Insur- 
ance and Colleges.” exnlaining the needs 
in connection with college finances. He 
was formerlv. president of Wooster 
College and is now at the head of the 
Rible Seminarv of New York. He has 
heen identified with several national 
edcational movements. 

Fred W. Tasney, vice-president of The 
Prudential. is one of the best speak- 
ers in the husiness on salesmanship. He 
came un from the ranks himself and 
“nows every department of the busi- 
ness. 

Ralph G-. Englesman is a young 
Equitable Society agent who started five 
vears ago when he was twenty and at 
the end of the second vear was a mem- 
ber of the societv’s quarter million club 
and last year naid for nearly $1.000,000. 
He will tell of his methods in building 
a clientele. — - 





BECOMES AGENCY MANAGER 


President John A. Koster. of the 
West Coast Life has appointed as man- 
ager of agencies of the company Otto 
Langpaap, who has been with the com- 
Pany in several departments for manv 
Years, recently as superintendent of 
agents. The West Coast Life now has 
Nearly one thousand agents in the Pa- 
cific Coast states, Hawaii, Philippine 
Islands and China, 














A Company With Friends Everywhere 


The agent who is selling insurance in this Company, which for seventy- 
three years has been rendering unexcelled service, does not work alone. 
Wherever he may be, he finds enthusiastic friends ready to help him by 
testifying that there is no better company in the land than the old 
Massachusetts Mutual. Its enviable record for service and the low net 
cost of the protection furnished make a combination that assures success 
to any real worker in the field. 


JOSEPH C. BEBAN, Superintendent of Agencies 


MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


Springfield, Massachusetts 


Incorporated 1851 











THE GUARDIAN LIFE 
INSURANCE COMPANY 


OF AMERICA 
Established 1860 under the Laws of the State of New York 


The continued progress of the Company during 1923 
is shown by the following figures from the 64th 
Annual Statement. 

Wreme Gow esieneny BORE. wn nc cc cc ceccsvccces 


An Increase of $8,350,196 


Insurance in Force, Dec. 31, 1923.............. $228,479,842.00 


An Increase of $22,169,042 


Admitted Assets. . $45,339,283.55 Liabilities... $39,423,508.34 


$43,772,689.00 


Surplus and Dividend Fund................... $5,915,775.21 
An Increase of $150,524.94 
Dividends to Policyholders Apportioned for 1924 $1,797,518.34 


An Increase of $317,008.96 





For information concerning Agency opportunities, 
address 


T. LOUIS HANSEN, Vice-President 


Home Office: 
50 Union Square, New York 














Provident Mutual 
Life Insurance Company 
of Philadelphia 


PENNSYLVANIA 
FOUNDED 1865 


The new policy contracts of the Provident Mutual make it easy for 
an agent to fit a policy to a definite need of his policyholder. 


The policyholder also finds it easy to understand that his particular 
purpose in taking the policy will be definitely carried out. 


These policies are thus admirably adapted to an Insurance Pro- 
gramme—for the protection of the policyholder’s family or of his own 
old age, through income—for the education of his children—for the pro- 
tection of his business or of his estate—for the cancellation of a mort- 
gage or other debts. 























Positions Companies 
Hold Among Leaders 


SHAKEUP IN AMOUNT GAINED 





Now Thirteen Billionaire Companies; 
New Entrants Among “First Twenty”; 
Seventeen Exceed $100,000,000 Assets 





From the standpoint of their leader- 
ship last year in assets, insurance in 
force and insurance gained, the great- 
est shake-up in the relative positions of 
the companies was in insurance gained. 
\ tabulation of the business of the 
twenty leading companies made by the 
“Life Insurance Courant” shows the 
Metropolitan Life strongly entrenched 
in first place with a gain in insurance 
in force of almost a billion dollars. The 
Prudential moved up from third to sec- 
ond place and the Equitable Society 
went from fourth to third, both passing 
the Travelers, which now stands in 
fourth place in insurance gained. 

The Aetna Life jumped from eighth 
to sixth place, changing positions with 
the Mutual Life. A particularly notable 
advance was made in this respect by 
the Union Central Life, which went 
from fourteenth to eleventh place. The 
Missouri State also made the substan- 
tial advance from eighteenth to four- 
teenth place. The Pacific Mutual went 
up two positions to seventeenth. The 
Lincoln National comes in at eighteenth 
position, reflecting the rapid strides 
made by the Fort Wayne company. 

There were thirteen companies show- 
ing more than $100,000,000 gain last year 
as against nine the previous year. 

rom the standpoint of assets the 
Metropolitan leads with almost a billion 
and a half. Two other companies dur- 
ing the year passed the billion dollar 
mark, the Prudential in second place 
with $1,039,412,823 and the New York 
Life next with $1,003,773,762. Seventeen 
companies have assets exceeding $100,- 
000,000. The Travelers moved up to 
ninth. The Pacific Mutual comes into 
the list at twentieth position. 

In insurance in force, the Metropol- 
itan leads by a wide margin with over 
five billions. The New York Life is 
next with $4,376,000,000; then the Equit- 
able Society, $3,446,000,000; The Pru- 
dential, $3,181,000,000 and the Mutual 
Life, New York, $2,817,000,000. The 
Massachusetts Mutual advanced to 
eleventh place, the New England Mu- 
tual moved up to fourteenth and the 
Pacific Mutual to nineteenth place. 
There are now thirteen billionaire com- 
panies. 


Endowment Annuity Contract 
of Security Mutual Takes Well 


The Security Mutual Life of Bing- 
hamton, N. Y., has brought out an 
“endowment annuity” which has been 


very well received by the company’s 
field organization. Manager J. 
Forbes of North Carolina says of it: 

“Tn 1923 I wrote applications for nearly 
$250,000 and more than $100,000 of this 
was on old policyholders. I am satisfied 
in my mind that I would not have sold 
anything like this amount to my old 
policy holders if we had not had the En- 
dowment Annuity policies on the market. 
I am thoroughly convinced that our New 
Endowment Annuity policies will equal 
policy sold today. I especially like 
the Fndowment Annuity policy because it 
does provide for old age. 

“T would like to add that every policy 
I sold last year—with the exception of 
three—was on the new form.” 


any 





SHOW JOHN HANCOCK PICTURE 


The chief feature of the March meet- 
ing of the Life Underwriters Associa- 
tion of Central Massachusetts held at 
Worcester, was the showing of the John 
Hancock Mutual’s motion picture on the 
Schick Test for diphtheria. This is a 


remarkable film and a large attendance 
resulted from the use of the picture, 
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| LIVE HINTS FOR BUSINESS GETTERS 


Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and General Efficiency 




















There was a young 


Where One agent of the State 
Agent Made Mutual Life — no 
A Mistake longer in the busi- 


ness—who had every 
qualification for developing into a great 
success as a producer. He had the 
vitality, energy, personality and = ac- 
quaintance among men of his own age 
that would have made a sure place for 
him as a leader, if he could have for- 
gotten one thing. That was that some 
agents write $100,000 and $200,000 and 
larger cases. He had imagination and 
vision and never could reconcile him- 
self to selling the average man of his 
own age and income. 

If he could have forgotten that ex- 
tremely large cases had ever been writ- 
ten and concentrated on the small case, 
which he knew he could write, thus 
building up a clientele to whom he 
could reasonably expect to sell addi- 
tional insurance as they advanced in 
position and salary. Failing to realize 
that the small policy is the bulwark of 
the business, this young man _ wasted 
his efforts and lost his chance to gain 
that experience which would have en- 
abled him to make a great success. 

In addition to the knowledge that is 
building a clientele, which will be of 
value to him in obtaining additional 
prospects, the agent who writes cases 
on the lives of young men and men 
of modest incomes has the satisfac- 
tion of knowing that his policyholders 
need the insurance even more than do 
those fortunates who are able to carry 
a large amount of protection. A real 
sacrifice of present pleasure is often 
involved when the small policyholder 
decides to make the necessary provi- 
sion for his family, but that selectivity 
between present pleasure and future 
happiness is a natural economic phe- 
nomenon and is the basis of all thrift 
and the foundation of the present eco- 
nomic system. 

* * ok 


Homer G. Hewitt, 
A Question assistant superin- 
That Sold tendent of agents of 
A Big Line t h e Northwestern 
National Life, gives 
in tabloid form a couple of unusual sell- 
ing experiences. In one case, the presi- 
dent of a trust company overheard 
“roasting” insurance to an underwriter 
at lunch. Result, $250,000 Ordinary 
Life, premium $11,580, same afternoon, 
in spite of a “golf” date, voluntarily 
broken. Agent again perfect stranger. 
Agent, “My name is ——————._ Friend 
of vours told me you are the best trust 
officer in town. I just want to see you 
five minutes and get you to answer one 
auestion: ‘Can a trust company guar- 
antee both principal and interest?’ ” 
The rest of the afternoon the trust 
president spent defending his own insti- 
tution and ended by answering, “No” to 
the agent’s question but “Yes” to the 
$250.000 application when shown that 
life insurance alone does guarantee both 
principal and interest. , 
\nother case involved a rich grocer 
with a $20,000 stock. The agent in the 
case was a total stranger, yet the fol- 
lowing approach sold $50,000 income at 
65. The agent opened with: “Mr. 
Blank, my name is Jones. I just called 
to ask if you notice what a_ peculiar 
way’ Dun and Bradstreet have of rating 
people.” Grocer, “Why?” Agent, 
“They have you down for $20,000.” Gro- 
cer, “That’s about right; what the stock 
adds up.” Agent, “How often do you 
turn it?” Grocer, “Once a month.” 


Agent, “You make about 5% a month, 
or $12,000 a year, I suppose?” Grocer, 
Agent, “What’s money 


Agent, “$20,- 


“About that.” 


worth?” Grocer, “6%,” 


000 at 6% is $1,200; this plant earns 
$12,000; what makes the other $10,800? 
That’s what I am looking for. Is it the 
delivery boy or the ’phone girl? What- 
ever or whoever it is, is valuable and 
deserves protection.” Grocer, “Why I 
guess | must be the one. I hire those 
others. Evidently the plant, goods and 
me, should carry $240,000!’ Agent, “I 
am glad you recognize your real value. 
However, take $50,000. Then at 65, you 
and the Mrs. go to Europe and turn 
this store over to the boy. Leave us 
your address and my company will mail 
you $500 each month. And the same 
for life.” Result, $50,000. 

x ok * 


The most important 
Work Among rule of prospecting 


Your Own is to work among 
People people whom the 
agent understands 


and whose language he can speak, says 
an officer of the Missouri State Life. 
The agent will have a better understand- 
ing of their needs and the kind of life 
insurance to fit those needs. Moreover, 
he will find it easier to establish 
friendly contacts and an easy personal 
relationship, which is very essential in 
successful selling. 

The lure of large commissions some- 
times tempts agents to concentrate on 
prospects able to buy large amounts of 
insurance. But unless he is accustomed 
to doing business with men of this type 
and is recognized by them as an equal, 
his chances of success are not great. 

Suppose an agent has been writing 
“two's” and three’s” successfully. He 
should not leave this class of prospects 
altogether in the hope of landing 
“twenty-five’s.” A better way is to con- 
tinue to sell the small policies, and call 
each week on two or three men who 
may be able to buy “five’s.”. Then, when 
it is easy to do business with men in 
the five thousand dollar class he can 
begin to call on men who are able to 
buy ten thousand. 

3y following this process, an agent 
is gradually bettering himself, without 
running the risk of being frozen out of 
the insurance business. 

* ok 

Here is the way A. 

Considered M. Embry, of Se- 

As a Banking dalia, Missouri, rep- 

Proposition resenting the Equit- 

able Society of New 

York, talks to a prospect: “If Mr. 

Jones, I needed the services of a bank 

this morning you would advise me to 

go to the First National Bank because 

you do your business with that bank. 

Your confidence in that particular bank 

is because it carries a surplus of $50,000, 

and because of its method of doing busi- 
ness.” 

“But why this large surplus? That 
bank has been doing business on that 
site for fifty years and nothing has hap- 
pened to make it need that surplus. If 
it were carrying a surplus of $1,000 





George Washington Life 


Insurance Company 
Charleston, W. Va. 


presents opportunity for liberal 
contracts covering definite territory 
with Home Office registry and with 
power of appointment of sub- 
agents. 

The States of West Virginia, Vir- 
ginia, Ohio, Kentucky, Tennessee, 
South Carolina, North Carolina, 
Georgia, and Michigan. 

Address: 
ERNEST C. MILAIR 





Vice-President and Secretary 





wouldn’t you feel the same about it as 
you do now?” 

“No, you would not!” 

“It has been doing business for more 
than fifty years and nothing has ever 
happened, but if it’s good business to 
carry a big surplus in case the unfore- 
seen should happen, don’t you think it 
mighty good business that you and I 
carry a big surplus for our families 
when we know that one thing that will 
happen to all of us is going to happen? 
That bank doesn’t care more about the 
welfare and well-being of its depositors 
than you and I do for our families! Now, 
if that bank cannot get along without 
a big surplus, how may you and I as 
individuals guarantee that surplus for 
our families when needed, if we do not 
provide it today? 

“The Equitable will provide this sur- 
plus for you at a very reasonable figure, 
and will not ask that you put up the en- 
tire amount in one sum. It will allow 
you to put in a small per cent each 
year. 

“If you knew you would die in 60 
days would you buy this insurance? All 
right, you would not gamble with the 
future of your wife and babies, would 
you? No, Then you don’t know you 
will not die within the next 60 days. So 
sign right here.” 


The West Coast Life of San Fran- 
cisco, has established a visiting nurse 
service in connection with its group life 
department. 





“Write your 
name here, 
please”’ 


UT before a_ prospect 
hears these words, he has 





been told of the many benefits 
Life Insurance holds for him 
and his loved ones, and when 
he signs on the dotted line, he 
does so because of certain 
things he wants to accomplish 
in the future. 


An agent also is looking inte 
the future when he writes his 
name on the dotted line of an 
agency contract. He wants 
liberal first year commissions 
and good renewals, easy to 
earn. He wants policies that 
are attractive, and he wants 
to be a man among men, and 
not merely a cog in a machine. 


If you are looking for such things 
—write in confidence to— 


THE CLEVELAND LIFE 
INSURANCE COMPANY 


WM. H. HUNT, President 


Home Offices Cleveland, Ohio 














FRANK J. HAIGHT 


CONSULTING ACTUARY 
Hume-Mansur Building 
Indianapolis, Ind. 
Hubbell Building 
Des Moines, lowa 











ILLINOISLIFEINSURANCE (CC 


Cc 
CE stevens eo 


OENy 







GREATEST 
ILLINOIS 
COMPANY 


WANTS GOOD MEN 


| AND | 
WILL PAY THEM WEL 








Build Your Own Business 


under our direct general agency contrac! 


Our Policies provide for: 
Double Indemnity, 
Disability Benefits, 
Reducing Premiums 

See the new low Rates 

JOHN F. ROCHE, Vice-Pres' 


THE MANHATTAN LIFE 


INSURANCE COMPANY 
66 BROADWAY NEW YORK 
Organized 1850 




















to develop and hold their business. 
John Barker, Vice-President 





Incorporated 1851 


BERKSHIRE LIFE INSURANCE COMPANY 
Pittsfield, Mass. 
WINTHROP M. CRANE, JR., President 


This Company has always pursued those policies in the conduct of its business that 
have given it a high reputation for stability and fair dealing. 

Has always rendered the highest grade of service to its policyholders. 

Its policy contracts give to each individual insurer full protection, safeguarding, at 
the same time, the interest of all its policyholders. 

Has always extended reasonable assistance and encouragement to its representatives 


Frederic H. Rhodes, Vice-President 
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WHAT EVERY AGENT KNOWS 
by 
William Alexander 
DOUBTS AND FEARS 








Every agent knows that a man must 
have courage to succeed in any enterprise. 
The man who is beset by doubts and fears 
will be a failure from the very beginning. 

In that useful book, Every Man A King, 
O. L. Marden emphasizes this truth in a 
variety of ways. Here are some of his 
assertions : 

You cannot get strong while you harbor 
convictions of your weakness. 

* 


Is there any science whereby a man can, 

when he thinks he can’t. 
* * 

Nothing so weakens the mind, and ren 
ders it totally unfit for effective thinking, 
as the constant knowledge of weakness. 

* * * 


Confidence is a creative force which gen- 
erates, produces, achieves; while distrust 
tears down, annihilates, destroys. 

ee * 


An undecided customer—and most cus- 
tomers are hesitating between two opin- 
ions—can be brought to a decision by a 
skilful statement of the salesman’s opinion. 


If an agent lets doubt of a sale manifest 
itself in the slightest degree, the purchaser 
jumps at the chance to escape, and after 
that argument and persuasion are useless. 


Doubt belongs to the Failure family, and 
once admitted and not expelled will intro- 
duce “Mr. Take-it-Easy,” “Mr. Let-up-a- 
Little,’ “Mr. Let-go-When-it-Gets-Hard,” 
“Mr. Wait,” and other members of the 
Failure family. » «* x 

You never should allow your self-faith 
to waver for a moment, no matter how 
dark the way may seem. Nothing will de- 
stroy confidence in others so quickly as 
doubt in our own minds which those about 
us will soon feel. Many people fail because 
they radiate their discouraged moods, and 
project them into the minds of those about 
them. 

These are general truths, but they apply 
with peculiar force to the activities of the 
insurance salesman. This is because all 
his work must be done with his own mind, 
on the minds of other people. His own 
efficiency will depend on his mental atti- 
tude; and no action will be taken by those 
with whom he talks until his influence on 
their minds has convinced them that what 
he advises them to do is worth doing—and 
worth doing without delay. 

Are you restrained by doubts and fears? 
Then remember that the Scriptures teach 
that “Love casteth out fear.” So, if you 
love your work, you will take delight in 
it, fears will vanish, and you will succeed. 








AN ARTICLE ON GROUP 





Edwin Dakin, Author of “Insuring Your 
Labor Supply,” In “Commerce 
& Finance” 

“Commerce & Finance,” issue of 
March 19, had an interesting group in- 
surance article by Edwin Dakin, a staff 
writer. The title of the article was “In- 
suring Your Labor Supply.” One para- 
graph follows: 

“The insurance companies, far more 
than the business executive himself, have 
been the leaders in this employe welfare 
work. The opportunity came naturally. 
For years they have been selling what is 
called industrial insurance. This is the 
type of insurance that is sold to the 
worker for a quarter or fifty cents a 
week. The agent drops around weekly 
and collects the money. The insurance 
companies soon found that it was a pay- 
ing proposition to do more than collect 
premiums. If John Spoliak came home 
from the steel mills with a bad cold, his 
family immediately put him to bed, 
closed all the windows to keep out the 
drafts, and covered him with as many 
blankets as could be mustered into serv- 
ice! John would very likely lie there till 
he developed pneumonia and died. And 
the insurance company would imme- 
diately be called upon the deliver up 


$500 


GIVES TAXATION ADVICE 

Eugene RB. Stinde, special agent of 
the Northwestern Mutual Life in St. 
Louis, has opened a special department 
to furnish advice to his clients concern- 
ing income, inheritance and corporation 
taxes and how to safeguard estates. He 
has retained Arthur E. Miller, formerly 
Manager of Prentice-Hall, Inc., St. 
Ouls, to direct the new department. 





James H. Eteson, who for the past 
two years has been connected with the 
agency department of the State Mutual 
Life, | has been appointed assistant 
Superintendent of agencies. Mr. Eteson 
as had practical life insurance field ex- 
Perience and he is a graduate of the 
Wharton School of Finance of the Uni- 
Versity of Pennsylvania. 


NEW WORLD LIFE PLANS 





Company Develops Home Loan Plan; 
To Work Middle West Territory 
Intensively 

The New World Life of Spokane has 
anpointed O. A. McFarland, formerly with 
the Cedar Rapids Life, supervisor of 
agents for the Middle West and _ will 
develop this territory intensively. New 
World Life has just distributed its annual 
dividend to Stockholders amounting to $90.- 
760. In ten years it has paid eight divi- 
dends to its Stockholders amounting to 
$565.313 and has added to its surplus from 
earnings, $307,000 making a total of $872.- 
313 or approximately 87% of its capital. 

The company ended the year with $31,- 
356,000 of insurance in force, increased 
its surplus $108,908 and is looking for- 
ward to 1924 as a very prosperous year. 
The company finds that its Home Loan 
Plan of loaning its funds to home owners 
on first mortgages on the basis of 6% on 
the unpaid balance is securing for them 
some very desirable loans and_ business 
through its agencies in Seattle, Portland 
and Spokane and they intend to further 
extend and develop this service to other 
parts of their territory. 





Mortimer N. Buckner, chairman of 
the board of the New York Trust Co., 
succeeds the late G. A. Hollister as a 
member of the board of the New York 
Life. Mr. Buckner is not related to 
Vice-President Buckner. 





CAPABLE POLICY- 
PLACERS 


Can always find a satisfactory opporennity 
for work with this ny in goow ter- 
titory—men whe ean collect the premiums 
as well as write the applications. Why 
not make inquiry sew? 


Union Mutual Life 


Insurance Company 


PORTLAND, MAINE 
Addrees: 














Insurance Record, 1923 


New Insurance.” 


$ 96,148,025 
719,421,634 
Increase of $58,623,876 which is 
61% of the New Business 


Insurance in Force 


New England Mutual Life Insurance Co., 


Boston, Mass. 


























INCORPORATED 1871 


LIFE INSURANCE COMPANY OF VIRGINIA 
RICHMOND, VIRGINIA 
Issues the most liberal forms of ORDINARY Policies from $1,000.00 to $90,000.60, 
with premiums payable annually, semi-annually or quarterly, 
INDUSTRIAL Policies from $12.50 to “$1,000.00, with premiums payable weekly. 
CONDITION ON DECEMBER 31, 1923 
I on nda bndstedavcesrencacssxcednsceceasdtcunnussehedadcdsaeubsdesuenecdeendenees $36,916,613.75 
Liabilities A 


Randecaercuene§elsakdvadncesdd cveskeadavencadendecddcdGacts senerdacagdades 32,373,207.24 
Capital and Surplus 4,543,406.51 


Bs id dca ne necéecbakvickenkhedencsndnbadhakendudcusawseedabwnaaade 255,168,568.00 
Ot ON i icdnicwetc avd codeacvidnedcehendsnabecdewhetednceeacuced 2,696,034.43 
Total Payments to Policyholders since Organization 32,747,895.35 


1OHR® G 


WALKER President 

















Over 114 Million Policies Now In Force 
Only four other life insurance companies in America have more policy contracts in 


force than this Company. The following figures show its remarkable growth in the last 
ten years: 


Jan. 1, 1914 Jan. 1, 1924 
IIS Ey baeOTR Se Se Bc wal cad. a ath pss sein Ree $7,804,230 $40,113,271 
I ooo cotacdendeceuncdancnsceadhetnuaiodnaadad $03,302 1,552,803 
NT ON oo ckcccnevcocndkenakadddenesconsacncencssat $73,455,636 $351,149,583 


Attractive opportunities open to competent agents in Ohio, Indiana, Kentucky, West 
Virginia, Pennsylvania, Michigan, Illinois, Missouri. 


THE WESTERN AND SOUTHERN LIFE INS. CO. 


W. J. WILLIAMS, President CINCINNATI, OHIO 
Organized February 23, 1888 

















ALBERT E.AWDE, Supt. of / gencles 


THE MUTUAL LIFE 


The Mutual Life Insurance Company of New ork 
has a record of EIGHTY YEARS of prosperous and suc- 
cessful business. It has passed through panics, pestilence 
and wars unharmed, and to-day, as a result of eight decades 
of endeavor, offers financial strength, reputation, magm- 
tude, leadership, and life insurance service. 


Those considering life insurance as 
a profession are invited to apply to 


The Mutual Life Insurance Company 
of New York 


34 Nassau Street New York 
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Fulton Street, New York City. Clarence 
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$1.00 for postage should be added. Other 
countries outside of Canada $1.50 for 
postage should be added. 


Entered as second-class matter April 
5, 1907, at the Post Office of New York 
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IRRITATION 


No section of 


WITH CONGRESS 
American business is 


being injured to a extent by 
the Washington muckraking expeditions 


This is particularly 


greater 


than is insurance. 
true of life insurance as tens of mil- 
dollars of being 
held up by business trust 


insurance is 
men and 


lions of 


companies who can’t buy insurance at 
the present time to fit 
know what 


needs because 
Congress is 
THE 
knows of one 


they do not 
going to do relative to taxation. 
EASTERN UNDERWRITER 
agent who hus clients willing to give 
him $1,000,000 of 


must await the outcome of the Mellon 


insurance, but who 
measure, 

The general feeling in business circles 
is that the three months which Congress 
has spent in endeavoring to locate evi 
dence that public men have not been 
faithful to their 


far as that body is concerned, and that 


trust is sufficient, so 
the quicker it returns to its real function 
of law-making the better for the coun- 
try. The frame of mind of custodians 
of estates, of advisers of people who 
have 


property and of the people ad- 


vised, can be imagined. But all busi- 
ness is affected; uncertainty has un- 
settled The 


breathe easier when it knows just what 


conditions. country will 


expect in legislation and can 


itself 


it can 
prepare accordingly. 


ARREST LLOYD’S SOLICITOR 


Considerable interest was taken by 


surance men this week in the arrest 


of a man (kK. C. Endt, of 25 Beaver 
Street, New York), for signing Lloyds’ 
all-risk jewelry floater notes in view 


of the fact that there are undoubtedly 
hundreds of brokers selling Lloyds’ all 
risk jewelry floater and similar policies, 
despite the fact that 
mitted to this state. The additional fact 
held in $500 bail, to 
await trial in Special Sessions, also made 


Lloyds is not ad- 
that Endt was 


a deep impression in some quarters. 

Endt has 
with the state. 
He is charged as violating Section 50 of 


Hlowever, it develops that 


no brokerage license 
the Insurance Law by acting as agent 
for unadmitted underwriters; and. with 
Section 143 by acting as 
broker without certificate of authority. 


violating 





The direct charge against Endt is “Sign- 


ing a Lloyds, London, all-risk jewelry 
floater cover note supposed to have been 
issued in the office of the American 
Agency Association, Inc., 76 Mont- 
gomery Street, Jersey City, but the 
verbal order for the insurance was 
placed at his New York office.” 

Superintendent Stoddard said: 


“Lloyds, London, has never applied 
to the New York State Superintendent 
of Insurance for authority to transact 
the business of insurance in this. state. 
"tf takes out of this state, on a con- 
servative several million dol 
lars in premiums annually on which no 
taxes are collected by the = state. It 
Inaintains no deposit in this state for 
the protection. of its policyholders. In 
the case of all companies and insurers 
admitted to transact the business of 
insurance in New York State, the Super 
intendent of Insurance 1s designated 
attorney for service of process. In 
cose Lloyd’s disputes a loss, the policy 
holder is unable to bring suit in- this 
state, as there is no one representing 
them on whom service of process may 
be had. This assured, if 
suit) must be enforce a 


estimate, 


compels an 
brought to 


” 


Claim, to sue in’ England 


The situation with regard to 


larly 
place jewelers’ block and similar lines 


regu 


licensed) brokers or agents who 


is still somewhat uncertain and it is re- 
ported that quite a number of cases of 
this type may soon be the subject of a 
ruling by the superintendent, who is 
reported to be perplexed by the narrow 
inhibitions of the law on the one hand 
and the demands of the merchants and 
jewelers for coverage under one policy 
on the other. 


BUREAU OPENS NEW OFFICES 


The General Adjustment Bureau has 
opened two new offices, as of April 1, 
at Cumberland, Md., and Du Bois, Pa. 
The former office will be under the su- 
pervision of William G. Bell, formerly 
attached to the Rochester branch of the 
bureau and will cover groups of counties 
in Maryland, Pennsylvania and West 
Virginia. Frank R. Girardot will be in 
charge of the DuBois office as resident 
adjuster and will report to Pittsburgh. 
He was formerly with the Erie branch. 

F. E. SINGLE RETURNING 

Forrest EK. Single, of Bigham, Englar 
& Jones, representative in Japan of 
American marine insurance underwrit- 
ers for purposes of settling claims aris- 
ing out of the Japanese earthquake dis- 
aster of last September, is sailing for 
the United States on April 7. He ex- 
pects to reach New York during the 
first week in May. 


BROKERS TO MEET 

Phe Brooklyn Brokers Association will 
hold their monthly meeting on Thurs- 
day evening, April 10, in the Aetna Life 
Insurance Building at 8.15 P. M. Magis- 
trate Lawrence Fish, who tries many 
of the motor car violators and speed 
ers, will be the principal speaker. 


QUILLIN JOINS ROYAL STAFF 

Kdward L. Quillin has been appointed 
special agent in the metropolitan office 
of the Royal Indemnity. Mr. Quillin 
was formerly with the New York Tele- 
phone Co. 


GO WITH MARYLAND 

Lockwood Brothers, general agents in 
Brooklyn, have severed their connection 
with the London G. & A., and have been 
appointed Brooklyn Borough agents by 
the Maryland Casualty. 

D. G. Luckett, first vice-president and 
general manager of the United States 
Casualty, has returned from a trip to the 
Pacific Coast. 


























FISKE 


Archibald F. C. Fiske, who is to be in 
charge of the new Canadian: head office 
of the Metropolitan in Ottawa, was 
guest of honor at a dinner in Boston 
recently of New England Metropolitan 
Life men. The event was to signalize 
his election as third vice-president of 
the company, which caused consider- 
able satisfaction in New England as Mr. 
Fiske was in charge of the New Eng- 
land division before being transferred to 
the Empire State. In both these terri- 
tories he made a fine reputation. 

x ok & 


Edward L. Haskell, president of 
Hamblin, Munz & Haskell, general 
agent of the Hartford A. & I. and 
other companies at Oneida, N. Y., re- 
cently impersonated Irene Castle, mov- 
ing picture star and dancer, in a farce 
comedy staged by the Rotary Club of 
that city. The play was entitled “The 
Woman-loss Wedding,” and made a hit. 
Other stars represented by Rotary Club 
members were Norma Talmadge, Pola 
Negri, Pauline Frederick and Pearl 
White. 

x * x 

D. P. Markey, supreme commander of 
the order of The Maccabees .-for nearly 
thirty years, resigned recently and was 
succeeded by A. W.. Frye, lieutenant 
supreme commander and general organ- 
izer. His great knowledge of the fra- 
ternal system will be available to the so- 
ciety as he will continue in an, advisory 
capacity. Mr. Markey’s first public ac- 
tivities were in politics. He was probate 
judge of his county, was in the Michi- 
gan legislature and was elected speaker 
of the house. He was active in The 
Maccabees from the time he first began 
to practice law and was elected great 
commander in 1888. 

x * of 


Colonel Joseph Button, Virginia com- 
inissioner of insurance, has been elected 
president of the Bank of Appomattox at 
Appomattox, Va., succeeding R. F. 
Burks as head of the institution. Col- 
onel Button had been vice-president for 
a number of years. He has a country 
seat near Appomattox and hails orig- 
inally from that place. Colonel Button 
is also a director of the First National 
Bank, Richmond, having been elected to 
this position several years ago. 

x Ok Ok 


Thomas F. Kane, chief clerk of the 
New York Fire Insurance Exchange, 
completed a quarter of a century of 
service with that organization on March 
21. In honor of the occasion his asso- 
ciates presented him with a silver serv- 
ice and a large bouquet of roses. Man- 
ager Willis O. Robb made the presenta- 
tion address. 


Alfred Dexter Best, who will be grad- 
uated from Harvard in June, and who is 
a son of Alfred M. Best, will join the 
Alfred M. Best Co. after leaving the 
university. 

*k ok x 


Jarvis W. Mason, vice-president of the 
American Surety, has been appointed 
chairman of the sub-committee’ on 
fidelity and surety insurance of the 
casualty representatives on the com- 
mittee of educaiton of the Insurance 
Institute of America. 


* * * 


D. W. Speidel, special agent for the 
National Surety during the past four 
years, has been assigned to take charge 
of the Pittsburgh Branch Office effective 
March 1, filling the vacancy caused by 
the resignation of former Manager 
Frank J. Carroll. Mr. Speidel was 
graduated from the National Surety 
Company’s school of training established 
by Vice-President Mee about four years 


ago. 
: * 


W. P. Nelson, well known fire in- 
surance general agent of Memphis, was 
in New York last week to meet mem- 
bers of his family who returned from 


Bermuda. 
kok Ok 


Edward C. McDermott, manager of 
the Dallas, Texas, claim division, com- 
menced his twentieth year of service 
with the Maryland Casualty on January 
19. Mr. McDermott started with the 
company at the age of fifteen years and 
in 1909 became an adjuster in Chicago. 
In 1911 he opened a claim division in 
Minneapolis. He stayed in Minneapolis 
until 1915 when he was sent to Waco, 
Texas, where he had charge of the entire 
state of Texas, as well as New Mexico. 
In} November, 1921, Mr. McDermott 
moved the Waco office to Dallas. 

oe 


J. O. Stanton, district manager at 
Goldsboro, N. C., for the Mutual Life of 
New York, has been appointed general 
agent at that city for the Massachusetts 
Mutual Life. 

* ok 


Robert S. Clarke, joined the Pitts- 
burgh agency of the Mutual Benefit Life 
in 1891 and has been among the leading 
producers every year since. In 1914 
his son William N. Clarke joined the 
agency and last year he stood second in 
production. 

x ok x 


Mark Hubbard. assistant secretary of 
the American Employers’ at Boston in 
charge of the surety department, is on 
the road to recovery from a_ serious 
operation. 
New 


Surety and other 


York City. 


companies in 
x ok Ok 


Elbert S. Brigham, commissioner of 
agriculture of Vermont since 1913, has 
been elected a director of the National 
Life of Vermont succeeding the late 
Senator Dillingham. Mr. Brigham comes 
from St. Albans, is a graduate of Middle- 
bury College. He was a member of the 
U.S. Food Administration and has been 
active in state and federal agricultural 
movements. 

x Kk Ok 


Miss Martha Reddall, daughter of Ar- 
thur H. Reddall, advertising manager of 
the Equitable, played the violin at the 
Grover Cleveland memorial services held 
at Caldwell, N. J., recently. Grover 
Cleveland’s father was pastor of the 
Caldwell church. 

x * * 


John B. Laidlaw, Canadian manager 
of the Norwich Union, has _ returned 


from a six weeks’ trip to England. 


Mr. Hubbard was formerly, 
with the Royal Indemnity, the National, 
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Six Weeks to Try Case; 
Jury Out But an Hour 


WIN LITIGATION 


COMPANIES 


Important Legal Points Brought up in 
Action of American Case Co., 
Hartford 





Several highly important legal points, 
of particular significance to fire insur- 
ance companies, were brought out in a 
recent suit tried in the Superior Court 
of New Haven, Conn., wherein Samuel 
Zernstein, doing business as the Ameri- 
can Case Company, lost an action 
against the Automobile Insurance Com- 
pany of Hartford and five other insur- 
ance companies to recover for a loss 
claimed to have been suffered by a fire 
which occurred in the summer of 1921. 
Associated with the Automobile Insur- 
ance Company in defending the suit 
were the Commerce of Albany; the In- 
surance Company of the State of Penn- 
sylvania; the Milwaukee Mechanics; the 
North River and the Phenix of Paris, 
France. The suit was brought upon a 
claim of loss under a Connecticut stand- 
ard fire insurance policy. 

The Insurance 


The plaintiff had $40,000 of insurance 
on stock, merchandise, machinery and 
materials in his factory, and in his proof 
of loss claimed a loss of $23,226 upon 
his stock and $4,756 on his machinery, 
fixtures and other property. In defense 
the companies set up claim that the 
proof of loss consisted of accounts 
made by the plaintiff with the intent to 
induce the insurance companies to pay 
him an amount greatly in excess of his 
actual loss. 

Testimony was introduced alleging 
that Bernstein and his sons-in-law (Rap- 
paport and Minsky), knowing little if 
anything about the business in which 
they were about to engage, established 
a factory in 1919 and began to experi- 
ment with the making of hard rubber 
and metal thermometer cases. Two 
years later, in May, 1921, the $2,000 fire 
insurance cover on their plant was in- 
creased to $40,000. The Automobile 
carried the greater part. 

About a month after the additional 
$38,000 insurance was placed, a fire of 
uncertain origin occurred in the Bern- 
stein factory, and claim was filed against 
the insurance companies. A thorough 
investigation convinced the companies 
that the proof of loss was not satis- 
factory to them; and that the damage 
done to machinery, raw materials, and 
finished products was over-stated con- 
siderably. 

To substantiate their position the de- 
fendants introduced testimony that 
several moulds, used in the casting of 
thermometer cases and for which the 
plaintiff claimed $350 in his proof of 
loss, had been billed to him at $125 


cach, and that subsequent to their de- 
livery to him he had successfully de- 
fended a suit for the purchase price of 
these moulds on the ground that they 
were valueless. Search of the court 
records, counsel for the defendants as- 
serted, disclosed that Mr. Rappaport 
had testified in the suit brought against 
the plaintiff for the purchase of the 
moulds that they were of no value. 
The Books 

Testimony was also introduced in 
which the company endeavored to show 
that the firm’s books had been altered; 
that an item of $3,000 paid for machinery 
had been increased to $13,000 by the pre- 
fixing of the figure 1, and that another 
entry for the purchase of machinery 
originally set down as $100 had been 
raised to $6,100; similarly, that an entry 
of $103 for material had been changed 
on the books to read $3,103. 

One of the most important legal 
points hinged upon whether or not gross 
misstatements in the proof of loss, which 
was prepared for Bernstein by independ- 
ent adjusters from data furnished by 
Bernstein would constitute a defense in 
a suit brought by Bernstein to recover 
damages. 

Judge’s Instructions to Jury 

The judge instructed the jury that in 
event it should find that the plaintiff 
turned over to others the responsibil- 
ity for preparing these proofs of loss, 
and then signed and swore to them 
knowing, or having reasonable cause to 
know that they were false and fraudu- 
lent in any material particular, or, if 
not knowing them to be false, yet made 
no reasonable efforts to learn and to 
satisfy himself of their honesty and ac- 
curacy when he could readily have done 
so, then he would clearly be responsible 
for whatever of falsity or fraud they 
contained; and if the jury found them 
to be false and fraudulent, then the 
policies would be voided and the plain- 
tiff could recover nothing. He further 
instructed the jury that the insurance 
companies were entitled to a truthful 
inventory of the property loss. The 
plaintiff's duty under the policy was to 
supply it. His representations must be 
true in fact; and he could not fulfill 
that requirement by voluntarily turning 
the matter over to his agents and omit 
to inspect their work to see if it were 
correct, and if by looking it over he 
could have readily discovered a falsity 
calculated to deceive and working 
fraud upon the insurance companies, 
but instead signed it without proper 
examination and swore to its truth, then 
the plaintiff must be held to have 
adopted the proof of loss with what- 
soever fraud or falsity it contained and 
to have assumed full responsibility for 
its contents. 

The judge told the jury that the own- 
er of insured property, who is under 
the obligation by the terms of his pol- 
icy to make sworn proofs of loss and 
to furnish on demand full details of 
his books, papers, etc., when lost or 
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destroyed, may not, when such demand 
is made, voluntarily turn over the en- 
tire responsibility of complying there- 
with to an agent, dismiss the matter 
from his mind, and reap the benefit of 
what the agent has done, and at the 
same time avoid the penalty that is laid 
down by the policy upon fraud or false 
swearing. 

The jury was further instructed that 
if it found the plaintiff responsible 
for fraudulent proofs of loss as to any 
material part of one species of this 
property it would not only void the 
claim of the insured to recover for loss 
on that species of property but it would 
also void the whole policy including 
other classes of property as well. 

The jury was also instructed that it 
was entitled, in reaching a conclusion 
as to fraudulent intent in the proofs of 
loss within the meaning of the provision 
of the policy, to consider the conduct 
of the plaintiff and those authorized to 
speak for him or act for him previous 
to or after the filing of the proofs of 
loss, to determine whether they inten- 
tionally did that which gave a wrong 
impression of loss to the insurance 
companies in order to recover more 
than the amount which the plaintiff 
was entitled to, or to the same end made 
intentionally false statements as to the 
extent and amount of the loss. 

The court also stated to the jury that 
the defendant to establish his defense 
must prove fraud in the proof of loss 
itself, instructed the jury as follows: 

“If a material fact were intentionally 
misstated by the plaintiff concerning the 
loss of property and the amount of 
value thereof, or if any trick or artifice 
were resorted to to mislead the de- 
fendants, and this was with a design 
of swelling the amount of loss above 
its actual amount and procuring its 
payment by the defendants—whether 
this was done either before or after 
the proofs of loss were made up—such 
conduct could properly be considered by 
you in determining whether an overt 
statement, or false statement, which you 
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best that you have and the best 
will come back to you.” 











may find in the proofs of loss, was 
made with intent to defraud or deceive.” 

The case was tried before Judge 
Frank D. Haines and a jury. It took 
nearly six weeks to try and the jury 
was out less than an hour, finding for 
the defendants. 


GET EMPLOYERS’ FIRE 


Rk. B. Mckalls & Co., Inc., have been 
appointed metropolitan managers for 
New York City and general agents for 
the New York suburban territory for 
the Employers’ Fire of Boston. 
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MARSHALL & STERLING, INC. 
Poughkeepsie Trust Co. Building 
POUGHKEEPSIE, N. Y. 
Telephone 8271 


We pay Brokers liberal commissions and protect their acceunta. 
We furnish insurance Engineering and Prevention Service gratis om 


Fire and Compensation risks. 


We write Fire and allied lines, Compensation, Liability and Autemobiles. 


We represent fifteen of the leading Fire Companies and are General 
Agents for the Globe Indemnity Company. 
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NEW YORK CITY AGENTS 


National Liberty Insurance Co. of America 
Caledonian Insurance Co. 
| The Commonwealth Insurance Co. of New York 
London & Scottish Assurance Corp., Ltd. 
United Merchants Insurance Co. 


AND SUBURBAN 
National Liberty Ins. Co. of 


The a 
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Firemen’s Ins. Co. of Newark 
United Merchants Ins. Co. 





Indemazity Ins. Co of N. A. 


BROOKLYN OFFICE 
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B. A. Miller Out; Says He 
Is Victim of Politics 


DENIES TRUTH OF CHARGES 








Says He Borrowed Nothing From 
Negro Company Officers; Had Pub- 
lic Interest at Heart 





Burt A. Miller, insurance commis- 
sioner of the District of Columbia, has 
resigned. This action followed the fil- 
ing by Congressman Blanton of a re- 
port on the Miller insurance code 
against which Blanton had cast the sole 
negative vote in the large committee 
which has jurisdiction over the affairs 
of the insurance department and all 
other departments of the District. 

To Tue Eastern UNpberwriter Miller 
wired: “My true friends believe in me ; 
my fair weather friends and enemies 
would not. I am a victim of the times 
and of conditions in American politics.” 

To the Board of Commissioners of 
the district, Miller wrote: 


“In submitting this resignation I wish 
to call the attention of the Commis- 
sioners to the fact that I have not had 
the thirty days annual leave due me 
under the law and I respectfully re- 
quest that this resignation be accepted 
to take effect at the expiration of thirty 
days’ leave to be granted me. 

“No reasons were communicated to 
me for the action of Commissioner Ru- 
dolph in asking for my resignation, but 
| assume that the request grew out of 
the charges contained in the minority 
report filed by Mr. Blanton from the 
Committee on the District of Columbia 
on ‘The Bill to Amend the Insurance 
Laws of the District of Columbia’ and 
extracts from which are published in 
today’s morning press. I would have 
preferred an opportunity to have been 
heard on these charges for insofar as 
they impute to me any misfeasance or 
malfeasance in office they are absolutely 


false. The money received by me from 
the insurance companies to be used in 
the preparation of the drafting of the 
proposed code of insurance law for the 
District of Columbia has all been fully 
and properly accounted for insofar as 
the same passed through my hands. A 
proper accounting has also been made 
of all monies subscribed to the Infor- 
mation Bureau. In this connection I 
wish to call the attention of the Board 
to the fact that my action in seeking 
subscriptions for both of these pur- 
poses was known to the Board and no 
objection was made thereto. 


Says Need of New Code Has Been 
Apparent 

“The need of modern insurance legis- 
lation for the District of Columbia has 
been apparent for many years and 
various attempts have been made to have 
Congress pass such legislation. To pre- 
pare a code of insurance law which 
would meet the need required, a con- 
siderable amount of legal research and 
of comparison of the laws of the vari- 
ous States, such as would be done by 
the legal research bureaus established 
in the various States of the Union to 
assist officers of government in prepar- 


ing needed legislation for their De- 
partments. No such help was available 
to the Superintendent of Insurance of 


this District and in preparing legisla- 
tion it was necessary for him to seek 
the help of others. ‘This, of course, re- 
quired the expenditure of funds. The 
Department having no funds available 
for the purpose, it was necessary to ap- 
peal to those interested and this appeal 
was only made as has been beforesaid, 
as it has been brought to the knowledge 
of the Board of Commissioners of this 
District. Not one penny of the money 
subscribed was improperly expended; 
not one cent was used for the purpose 
of influencing the action of any mem- 
ber of Congress, either directly or in- 
directly. Practically all of the money 
contributed was spent for the cost of 





printing and the ‘ce services. 

“The preparation of such legislation 
was a matter of great interest to me; I 
took pride in endeavoring to have pre- 
pared and introduced what I hoped 
would be looked upon as a model code 
of insurance for this District and I have 
no apology to offer for my action in 
seeking the aid of people experienced 
in the insurance field and in insurance 
law to assist me in that work. 


Denies That He Borrowed From 
Negroes 

“It has been charged that I was in- 
debted to Mr. Louis A. Dent and it 
was by reason of that indebtedness that 
he was employed to do the legal work 
in connection with this bill. The infer- 
ence sought to be conveyed is that I 
had paid my indebtedness to Mr. Dent 
by employing him at a large compensa- 
tion for this work. That charge is ab- 
solutely false. I was not indebted in 
any way to Mr. Dent nor have I ever 
been. 


“It has been charged that I tried to 
rg three hundred dollars from C. 
C. Taylor, of the Federal Life Insur- 
ance Company; this charge is false. It 
has been charged that I borrowed four 
hundred dollars from Jesse A. Foster, 
vice-president of that company; this 
charge is false. 

“It is true that I had in my possession 
as Superintendent of this Department 
only, $25,000 worth of securities of the 
Federal Life Insurance Company, which 
came into my hands only on yesterday 
from the title company. This is in the 
form of a note on a mortgage secured 
by real estate and the note and the 
mortgage securing the same are trans- 
mitted to you herewith. It is not true 
that I collected the interest on this se- 
curity; the only basis for such a charge 
is that upon one occasion an interest 
check was sent to this department which 
was at once mailed to the Federal Life 
Insurance Company. The matter in 
which this incident is referred to in Mr. 


Blanton’s report is to infer that I had 
diverted this interest to my own use. 

“As stated in the beginning I feel 
that I should have been given an oppor- 
tunity to answer these charges before 
your Board before my resignation was 
requested and I am submitting this res- 
ignation solely because it has been re- 
quested and to save any possible em- 
barrassment to your Honorable Board 
and for the further purpose that if my 
elimination will remove the opposition 
to the bill now before Congress I am 
willing to make that sacrifice.” 


INSURANCE STOCKS 
The March 31 eae on insurance 


stocks, as furnished by J. K. Rice & Co., 
follows: Value P. C. 

. Par Div. Bid Ask. 
American Alliance ........c0e $100 20 360 39 


American Surety 
Bond & Mortgage Guarantee. 100 16 297 303 
City of New York 100 


COOEIIENEEL. dacscccessiseuecces 2 A 89 9 
WiGGlity PROGR cccsccccesdcene 25 24 119 125 
MRE cs cncse va niedivenascees 25 28 128 = 133 
MOUS TOMS: vcrcccécccecsckense 10 4 62 6 
Globe & Rutgers ..........00. 100 20 900 950 
Great AMGPICER cccscscvccscs 100 16 258 

MMOD” <cscossacecwacectsnere 50 10 122 132 
WE ccncescssucvesanetccunere 100 18 336 342 
National TABGCY 2.0 ccccsessecs 50 20 195 210 
National Surety ...cccceseccss 100 «69S 160s 165 
PRRGNES Ao bw dniete ¥edersaes 50 16 155 163 
TUOUOR IVER 6 conse sabcnveewede 353 2 FSF 68 


United States 
Westchester 





NEWARK AGREEMENT REVISED 

Newark is to make another effort to 
get through an agreement to limit fire 
agency appointments. The committee 
of fire insurance executives which has 
had the task of amending the proposed 
agreement that failed of adoption sev- 
eral months ago is ready now to report 
a new proposal to the executive com- 
mittee of the Fire Insurance Society of 
Newark which it is believed will meet 
the objections of the companies refusing 
last year to sign. For an agreement to 
go through companies writing 80 per 
cent. of the fire premiums in Newark 
ust agree to its provisions, 





LOYAL TO FRIENDS, AND TO LOYAL AGENTS, LOYAL 





Neal Bassett, President 

John Rey, Vice-Pres. and Treas. 

A. Hassinger, Secretary 
Welle T. Bassett, Secretary 


FIREMEN’S 


INSURANCE CO. 


ef Newark, KH. J 
Organized 1855 


Statement January 1, 1923 
ASSETS AND LIABILITIES 


Capital . ..$2,250,000.00 


Reserve Rein- 
surance Fund 
and Reserve 
for all other 
Habilities .. 9,004,301.01 


Net Surplus 4,436,386.20 


Total ....$15,690,687.21 


Policyholders Surplus, 
$6,686,386.20 








Henry M. Gratz, President 

Neal Bassett, Vice-Pres. 
John —t Viee-Pres. and Treas. 
wy ig ; oe Secretary 


Secretary 
Welle Z. ecomee, Secretary 


Girard F. & M. 


INSURANCE CO. 


ef Philadelphia 
Organized 1853 


Statement January 1, 1923 
ASSETS AND LIABILITIES 
Capital ...$1,000,000.00 


Reserve Rein- 
surance Fund 
and Reserve 
for all other 
liabilities ... 2,665,678.50 


Net Surplus 1,110,233.48 


Total .....$4,775,911.98 


Policyholders Surplus, 
$2,110,233.48 

















President 
Vice-Pres. and Treas. 
Snyder, Secretary 
A. =a Beg wet Secretary 
tt, Secretary 


MECHANICS 


INSURANCE CO. 


ef Philadelphia 
Organized 1854 
Statement January 1, 1933 
ASSETS AND LIABILITIES 


Capital ...$ 600,000.00 


Reserve Rein- 
surance Fund 
and Reserve 
for all other 
liabilities ...  1,916,251.22 


Net Surplus 945,537.10 


Total .....$3,461,788.32 


Policyholders Surplus, 
$1,545,537.10 











H. M. Schmitt, President 


Ben Franklin 


FIRE INSURANCE CO. 


Capital ...$1,000,000.00 


Reserve Rein- 


Net Surplus 1,452,589.00 
Total 


Surplus to Policyholders 


Neal Bassett, Vice-Pres. 

John Kay Vice-Pres. and Treas. 
Thos. A. Hathaway, Secretary 
A. H. Hassinger, Secretary 

Wellg T. Bassett, Secretary 


National 


of Pittsburgh, Pa. 
Organized 1866 
Statement January 1, 1923 
ASSETS AND LIABILITIES 


surance “und 
and all other 


liabilities .... | 1,829,033.00 





As- 
sets ....$3,781,622.00 


$2,452,589.00 











LOYAL TO FRIENDS, AND TO LOYAL AGENTS, LOYAL 
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Blanton’s Attack on 
Commissioner Miller 





MINORITY REPORT LONG ONE 


Calls New Code Unnecessary; Says 
Printing Bill Was Padded; Com- 
panies Raised “Expenses” Fund 








The attention of Congress, which has 
been digging up scandals and near scan- 
dals in many channels, was drawn a 
few days ago to insurance as a result 
of a one man investigation made of the 
District of Columbia Insurance Depart- 
ment by Representative Thomas L. 
Blanton, of Texas. Blanton is the single 
member of the committee on the Dis- 
trict of Columbia, who did not vote fa- 


vorably upon the bill to amend the in- 
surance laws of the District of Co- 
lumbia introduced by Kepresentative 
Edmonds in December at the request of 
Insurance Commissioner Miller, of the 
District, and after the commissioner had 
had conferences on the bill with a 
variety of interests in insurance, includ- 
ing Dr. S. S. Huebner, of the University 
of Pennsylvania; Herman L. Ekern, at- 
torney general of Wisconsin; Walter K. 
Chorn, former commissioner of Mis- 
souri; A. I. Voorys, former superintend- 
ent of insurance of Ohio; R. R. Gilkey, 
manager of the Surety Association of 
America; T. W. Blackburn, and several 
other prominent people in the business. 

Representative Blanton filed a thirty- 
four page minority report to kill the 
bill. ‘This report was a sensational at- 
tack upon Superintendent Miller, his 
office, and his character. It not only 
dug savagely into court records of his 
bankruptcy and divorce, but charged 
that he had raised a large sum of money 
from insurance companies to be used to 
further expense, etc., in getting the code 
through Congress. It charges him with 
contracting a bill for $1,500 for printing 
the ‘document although it had _ been 
agreed in the first place between Mr. 
Miller and the printer to do the job 
for $290. It accused him of borrowing 
money from officers of an insurance 
company, officered by colored men insur- 
ing colored people, and there are several 
other charges that carry out a sentence 
in the first paragraph of Mr. Blanton’s 
report reading: “I believe that had my 
colleagues known all the facts connected 
with this bill they would not have favor- 
ably reported it for passage.” 

. Calls New Code Unnecessary 


Representative Blanton began his re- 
port by saying that he did not regard 
the new code as necessary. The last 
Congress passed the Edmonds insurance 
bill; he thought that sufficed. He de- 
clared the Miller bill—the new code— 
was a copy of the Senator Pomerene 
bill which in turn was a draft of that of 
the American Bar Association commit- 
tee. There are several differences, 
however, and one of them was that the 
commissioner of insurance in the Dis- 
trict under the revised code would be 
getting a raise of $1,700 and that it also 
created several jobs such as a deputy 
superintendent at $4,000; an actuary at 
$4,500; an examiner at $3,500, etc. 

The Miller bill is 152 pages long and 
Representative Blanton said _ that 
“Superintendent Miller had had the old 
Pomerene bill changed just far enough 
to give him authority, powers, privi- 
leges, and patronage that could be 
abused in a thousand particulars, if the 
superintendént happened to be the kind 
of a man who would abuse same.” 


Some Correspondence 


Representative Blanton presented the 
following correspondence between him- 
self and one of the commissioners of the 
District, W. Gwynn Gardiner: 

Washington, D. C., 
March 2, 1924. 
Hon. W. Gwynn Gardiner, 
Attorney at Law, Washington, D. C. 
My dear Mr. Gardiner: As you have 


been one of the commissioners of the 
District of Columbia, and while holding 
such office had under your supervision 
the insurance department, and also be- 
cause I am reliably informed that in 
your practice you have had a wide ex- 
perience in insurance business, I am 
writing you for information. 

I am sending you under another cover 
a copy of H. R. 3689, a bill to amend the 
insurance laws of the District of Co- 
lumbia, which has already been favor- 
ably reported for passage by the Dis- 
trict committee, of which I am a mem- 
ber. 

You will note that this bill contains 
152 pages, and raises the salary of the 
superintendent $1,700 above what it is 





BURT A. MILLER 


now, and provides for a number of new 
officials ranging in salaries of from 
$4,500 down, and grants powers to the 
superintendent that could be very much 
abused. 

This bill wasn’t even read before our 
committee, but was favorably reported 
upon the recommendation of a sub- 
committee. 

If it is not imposing too much upon 
your loyalty to the District, will you 
kindly advise me: ; 

1. Whether the present insurance 
code is adequate to protect the inter- 
ests of the insuring public? 

2. If not, in what particulars does it 
need amending? 

3. Is such a bill as this H. R. 3689 
needed now? 

4. What criticisms, if any, have you 
to offer to H. R. 3689? 

5. Do you know anything about the 
birth of this bill, and why Superintend- 
ent Burt A. Miller has been so anxious 
to pass it for the past year or more? 

6. What do you know about the 
qualifications and fitness of the said 
Burt A. Miller to act as superintendent 
under such a law as he is proposing to 
pass? 

Kindly let me have this information 
at your very earliest convenience. 
Thanking you, I am, 

Very sincerely yours, 

(Signed) THOMAS L. BLANTON. 


Hon. Thomas L. Blanton, 

House Office Building, 

Washington, D. C. 

My dear Mr. Blanton: I have found 
the following facts with reference to the 
insurance bill of the District of Co- 
lumbia : 

Burt A. Miller, the present superin- 
tendent of insurance, was indebted in 
some manner to Louis A. Dent, a lawyer 
in the Southern Building, and this re- 
sulted in Louis A. Dent being employed 
by Burt A. Miller to draft an insurance 
law, which he did, and which bill pre- 
sented to Congress was so drafted. Mr. 


Miller called upon the insurance com- 
panies to contribute to Mr. Dent for 
his services, and I am reliably informed 
that Mr. Dent received from the insur- 
ance companies $2,500 for his services 
in drafting this bill. I am also reliably 
informed that the various classes of in- 
surance as set forth in the bill and in 
the language appearing in the bill were 
in conference through their representa- 
tives with the result that a group of 
men representing the old line companies 
drafted that portion of the bill covering 
old line insurance, while a group of 
fraternal men drafted the portion of the 
bill covering fraternal insurance, and 
so on throughout the list of the several 
kinds and classes of insurance enumer- 
ated in said bill. 

After the bill was drafted these sev- 
eral groups of men were called together 
by Mr. Dent and the bill was re-drafted 
in order to meet the several objections 
made by the various classes of insur- 
ance represented. 

I am reliably informed that the com- 

panies were, and are opposed, to the 
increases of salaries in the bill as re- 
ported as well as the new positions 
created under the bill as reported, and 
that they have expressed themselves to 
the said Burt Miller as being opposed to 
these provisions. 
1 am also reliably informed that all 
bills contracted by said Miller for 
printing incident to the work in connec- 
tion with this bill were paid for by the 
insurance companies. 

I hope that what I have given you 
will be useful to you. 

W. GWYNN GARDINER. 


Collections From Companies 


Mr. Miller made public the follow- 
ing as a statement of special contribu- 
tions and disbursements in connection 
with the legislation pending for the pur- 
pose of bettering and stabilizing the in- 
surance conditions in the District of Co- 
lumbia by means of a modern and ade- 
quate code: 

Peoples Mutual Benefit, of Washing- 
ton, and Provident Relief Association of 
Washington, $600; Acacia Mutual Life, 
of Washington, $500; Equitable Life, of 


Washington, and Continental Life, of 
Washington, $300; Mutual Fire, of 
Washington, National Union Fire, of 


Washington, Firemen’s Insurance Com- 
pany, of Washington, Potomac Fire, of 
Washington, National Capital Fire, of 
Washington, American Fire, of Wash- 
ington and Corcoran Fire, of Washing- 
ton, $150; Burt A. Miller, $500; H. P. 
Janisch, representing mutual fire insur- 
ance companies, $300; Charles M. How- 
ell, representing reciprocals, $300. This 
made $4,600. An additional $2,220 was 
contributed by the following companies: 

Southern Aid Society of Virginia, 
Equitable Life, Eureka Life, Life In- 
surance Co. of Virginia, Metropolitan 
Life, National Benefit Life, National 
Life of America, Prudential, Baltimore 
Life, Continental Life, Home Beneficial 


Association, Home Friendly, Life & 
Casualty Insurance Company, Peoples 
Mutual Benefit Life, Provident Relief 


Association, Richmond Beneficial Insur- 
ance Company, Reliance Life, Supreme 
Life & Casualty, Shenandoah Life & 
Casualty, North Carolina Mutual Life, 
Acacia Mutual Life. 

Explain 


In submitting a list of disbursements, 
Mr. Miller explained the $4,600 item as 
follows: 

|.. A. Dent, seven months’ professional 
services—legal, codifying, revising and 
redrafting proposed insurance code for 
the District of Columbia and passing 
upon the various amendments submitted, 
$2,500; Anne B. Hull, clerical, $350; 
Minneapolis, traveling expenses in con- 
nection with submission of proposed 
code to the insurance commissioners of 
the various states, assembled in con- 
vention at Minneapolis, meeting of the 
National Convention of Insurance Com- 
missioners of the United States, $225; 
Kuehn Brother, Inc., printing, $1,430; 
Watts Printery, printing, $11.80; post- 
age, $28; telegrams, $21.55; telephone 
(long distance), $33.65. 


“Favored Attorneys” 
Wanted $10,000 Fee 


COMPANY COULDN’T SEE IT 





Schuyler & Weinfeld, Law Firm, Offered 
Its Influence To Get License 
Restored 





At the time that Thomas J. Houston 
resigned as insurance commissioner of 
Illinois the Chicago “Tribune” printed a 
series of stories in which there were 
charges that one of the best ways to 
get things accomplished by that depart- 
ment was to employ a firm of Chicago 
attorneys, Schuyler & Weinfeld, who 
had intimate relations with the Lllinois 
administration. This is borne out by 
some correspondence between Mr. 
Houston, when he was commissioner, 
and the Acacia Mutual Life, of Wash- 
ington, and which is printed in the 


Blanton minority report on the District 
of Columbia code bill. 


In August, 1922, the Masonic Mutual 
Life Association, then operating as a 
fraternal beneficiary society, had its 
charter forfeited by the Illinois insur- 
ance commissioner. Later, this com- 
pany became the Acacia Mutual Life 
Association. At the instance of its presi- 
dent, William Montgomery, Superin- 
tendent Miller sent this telegram to the 
illinois commissioner : 


Washington, D. C., August 21, 1922. 
Flon Thomas J. Houston, 
Commissioner of Insurance, Chicago, IL 

Your action in revoking license of - 
sonic Mutual Life Association just po 
to my attention. Will you not, as a cour- 
tesy to this department, rescind such order 
and accept the proposition maue to you by 
Mr, Sees, the general counsel, and this 
department will guarantee the fulfillment 
of that obligation. 1 know personally that 
every step is being taken to rapidly pasa 
this bill and can vouch for the character 
of the men composing the board of direc- 
tors and officers of this association. Action 
such a8 you contemplate at this time would 
do a great wrong to thousands of members 
of this organization. If you will grant this 
personal request at this time and await 
auction of Congress this department will be 
glad to return the courtesy to you at a 
future date.—Burt A. Miller, Superintendent 
of Insurance of the District of Columbia. 

On March 12, 1924, John V. Sees, gen- 
eral counsel of the Acacia Mutual, wrote 
this letter to Congressman Blanton: 
Hon. Thomas L. Blanton, House of Repre- 

sentatives, Washington, D. C, 

Dear Mr. Blanton: Your letter of March 
8 was received while President Montgomery 
was temporarily absent from the city. As 
he had certain of the information necessary 
to answer your letter, | awaited his return. 

Answering your letter, | wish to say that 
in August, 1922, this association was oper- 
ating in the various states as a fraternal 
beneficiary society, and was licensed as such 
in the State of Illinois. On August 8, 1922, 
the superintendent of insurance of the State 
of Illinois notified this association that its 
license was canceled in that state. 

I went to Chicago to take the matter up 
with the superintendent of insurance, who 
maintains an office in Chicago as well as in 
Springtield. While there it was suggested 
to one of our representatives that the firm 
of Schuyler & Weinfeld was very success- 
ful in handling matters before the insurance 
department. Acting on the hint, I called 
on that firm and interviewed Mr. Weinfeld. 
He said the firm would take the case and 
that he could get our license restored. He 
further said that the fee would be $10,000. 
We declined to pay any such fee and did 
not employ the firm. 

We then took the matter up directly with 
the attorney-general and the director of 
trade and commerce, the latter official hav- 
ing jurisdiction over the insurance depart- 
ment. 

We also sought the intervention of the 
insurance department of the District of Co- 
fumbia, which department has direct super- 
vision over this association. Mr. Burt A. 
Miller, the superintendent of insurance, sent 
a telegram to Mr. Houston asking him to 
reconsider his action with reference to re- 
voking our lice tse. 

We again sought the intervention of the 
insurance department of the District of Co- 
lumbia to induce the insurance department 
of Illinois to grant us the same privilege 
that had been extended by every other in- 
surance department in the country. At our 
solicitation Mr. Miller, the superintendent, 
in company with Mr. Montgomery, the pres- 
ident of the association. made a trip to 
Chicago to see Mr. Houston. This was 


some time during October, 1922. 
There was no fund at the disposal of the 


(Continued on page 24) 
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Keep Them in Line Pn 


very year thousands and thousands b 
of new automobiles take to the road. : 
Their new owners may be old cus- 3 
tomers of yours. _ KEEP THEM IN 0 


LINE when they purchase their new 
cars. There are other thousands who 
are buying a car for the first time this 
season. They will need a little coach- ' 
ing on the rules of the road and auto- 
mobile insurance. Get them in line. 


A policy in The Home of New York | 
provides the protection of America’s 














Company. 





{ 
largest and Strongest Fire Insurance | 




















Fire and Lightning, Automobile (Complete Cover in Combination 
Policy); Earthquake, Explosion, Hail, Marine (Inland and Ocean); 
Parcel Post, Profits and Commissions, Rain, Registered Mail, 
Rents, Rental Values, Riot and Civic Commotion, Sprinkler 
Leakage, Tourist’s Baggage, Use and Occupancy, Windstorm 


THE HOME company NEW YORK 











| ELBRIDGE G. SNOW, PRESIDENT 


The Largest and Strongest Fire Insurance Company in America 
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Why Cities Should Not Insure Themselves 


By Norman B. Stinson 


Assistant Secretary Camden Fire Insurance Association 


It is readily recognized that under 
certain conditions it is possible for any 
extensive property owner to indulge in 
“Self-Insurance.” 

Under 


conditions whereby a large 
number 


of properties are under one 
ownership, scattered over a large area, 
and with a comparatively small value in 
any one location, 
“self-insurance” 


the indulgence in 
under such conditions 
would seem to be no different than the 
participation in insurance on the part 
of a regularly organized insurance com- 
pany. 

In the instance of a municipality 
similar to the city of Camden, such a 
proposition does not appear feasible, 
however, due to the fact that there are 
comparatively only a small number of 
buildings, whilst the value of several of 
the individual buildings is greatly in 
excess of the total amount of an in- 
surance fund, which could be established 
over a comparatively short length of 
time. 

Original Proposition was to Put Aside 
$18,000 a Year 

On the basis of putting aside $18,000 
per year, it would take twenty years to 
accumulate $360,000, which is less than 
one-half of the 
dividual buildings. 


value of certain in- 
In giving consideration to the proposi- 
tion of “municipal self-insurance” there 
are three essential phases of the situa- 
tion which are to be considered very 
thoughtfully. We will consider these 
propositions in the order of their im- 
pertance under the following headings: 
Physical (possibility of fire loss). 
Financial. 
Political. 


Experience of Insurance Companies 


The carefully tabulated experience 
of insurance companies is about the 
only co-ordinated means for the collec- 
tion of facts in regard to loss possi- 
bilities in municipalities, and the record 
of the National Board of Fire Under- 
writers’ statistical department should 
be considered as of some authority in 
giving consideration to the section. 
With regard to the one item of ‘school 
properties’ alone, this record indicated 
that the incurred loss figure through- 
out the New England, Eastern and 
Southeastern States amounts to $2,819,- 
093 on brick buildings of this class 
under protection: These figures are for 
the period commencing January 1, 1916, 
and ending January 1, 1920. 

Insurance premiums received on busi- 
ness of this class for the period named 
amounted to $3,359,509, thus establish- 
ing a loss ratio of 64.7 per cent. While 
from these figures there would appear to 


RENOMINATE H. A. SONN 
The Newark Insurance & Banking 
Athletic League, of Newark, N. J., will 
hold its annual meting on Monday eve- 
ning, April 7. The nominating commit- 
tee offers the following set of officers: 
President, Harold A. Sonn, Sonn & 
breakenrdige; vice-president, Robert 
Griffith, Jr., Firemen’s Insurance Com- 
pany; Frank H. Bragg, Globe Indemnity 
Company ; treasurer, Christian Kreismer, 
Fidelity Union; C. B. Sayer, Firemen’s 
Insurance Company; secretary, Freder- 
ick Feiner, Merchants & Manufacturers, 
and John W. Rippon, Ironbound Trust. 


be a profit of 35.3 per cent., it must be 
taken into consideration that on the 
premium figures given above that this 
represents insurance written during this 
entire period for varying terms and that 
a large percentage of the insurance so 
written still had from two to four years 
torun. It is apparent to the experienced 





The fallacy of the proposed plan of 


amount, in fact, from the standpoint of 
safety, should at least excel the value of 
the most expensive building. Such a 
fund could not be established without 
a very serious drain on the city’s re- 
sources, except over a period of possibly 
twenty years. 


The experience in other municipali- 





—— ——~ 
the real estate board of Camden, N. J., 


for establishing a sinking fund to provide insurance against fire involving municipal 
buildings was demonstrated by Norman B, Stinson, assistant secretary of the Camden 


Fire Insurance Association, in the document published on this page. 7 
missioners had an ordinance introduced with the municipal insurance feature. 


The city com- 
So far 


the arguments presented by Mr. Stinson resulted in the commissioners changing their 
minds relative to cancelling all the insurance in the stock companies and carrying every- 





underwriter, therefore, that by the time 
all of the insurance written in this 
period is run off that a loss ratio of 
pretty nearly 100 per cent. of the 
premiums will exist. 
Some School Losses 

As a further indication of possibili- 
ties along these lines, we will recite 
instances of losses in schools in New 
Jersey, amounting to $10,000 or more, 





and tor the years indicated: 
1910—Hackeneack, N. J. cccccccccccesccescs $100,000 
IGE —NaictOla, Ne Bs, eccccvcncocccseencaee 10,000 
SI, Pe. Be. ec nccccacencsaseucnaas 150,000 
SOR Gitte Ne Be scuscdinccsscouscaaess 50,000 
ee a ee 55,000 
wrens Cree, We. FB. asc covescccceccne 75,000 
1914—North Bergen, N. J. 75,000 


As a further possibility, we can call 
attention to: 







IGIG—EdeCol, Neb a. cccccccvccvacsccacsec $200,000 
SHOMSNG) NVGRN. cicnccccceecsussatence GHUUUU 
WR Be Es a cccdcvesccccadecesccess 200,000 
RNIN Ma ccincvsstescccvcvascdues 240,000 
1913-—— Wilhantiec, Comets ..cccoccsccscccscce 150,000 
WEUMIGGTIONG,. NOSE. ocnccccceccaccssce 375,000 
BE, U. pnnveacconssscscedcccest 150,000 
MERTCHOSLES) COMD, «65 ccccincconcecoues 170,000 
NSA WW OCI. Wee VG: vccnccvccccsstccves 100,000 
New Haven, Conn, .... ... 100,000 
Superior, Wis. .2..cces- aa «-. 250,000 
MONGIES NOME, Sacccttcsckcodkeuctac 400,000 


IACMR, Be sncdnscascvenesiscesas 150,000 
Wellesley College Hall, Mass. .... 900,000 
1923—High School, San Francisco, Calif... 650,000 
Municipal Insurance Fund Experiences 
Having demonstrated the great pos- 
sibility of serious loss in just this one 
class of municipal property, it would 
seem apparent that in establishing a 
“fund” for self-insurance, that such 
fund must be for a very considerable 


thing in the self-insurance fund which was discussed for a time. 


ties has been almost uniform along the 
line of establishment of “insurance 
funds,” which after a few years exist- 
ence, lull the authorities into a false 
state of security, and the amount of the 
fund isnot increased commensurate with 
the actual growing feeds of the city. 

In studying the plans of the various 
cities which have experimented with this 
proposition, it is clearly indicated that 
they have not been able to carry 
along proper lines. The total amount of 
the “Philadelphia Fund” is $348,396; 
Newark, New Jersey, fund is $339,000, 
while several other cities carry no in- 
surance fund, and pay any loss which 
may occur, out of tax receipts. 

3y far, the greater number of munici- 
palities throughout the country carry 
insurance through regular insurance 
companies, and as previously indicated, 
have been obliged many times to collect 
on their indemnity contracts. 


Viewpoint of States 


In considering some of the States op- 
posed to the establishment of self-insur- 
ance funds, we have to report on the 
following : 

Idaho—Insures in regular companies. 
Losses over ten-year period exceed pre- 
miums paid. Opposes State fund and 
believes experience of States having 
fund is unsatisfactory and that first loss 
wipes out funds. 

Indiana—Insures in regular companies. 
Losses about 30% of premiums. Op- 
poses State fund and expresses similar 


Figures on Fire Prevention Gains 
Made in Chamber of Commerce Contest 


Interesting statistics pointing out vividly accomplishments of the national fire waste 
contest last year conducted by the National Chamber of Commerce and Chambers in 
over one hundred cities were presented by Eugene Arms at the meeting in Washington 


last week of the National Fire Waste Council. 


Fire Prevention Bureau of Chicago. 


Mr. Arms is manager of the Mutual 


In addition to selecting the winners of the contests, 


announcement of which is made in another column of this issue, the contest grading 
committee compiled the following information on fire prevention work : 


Cities reducing property loss 


Wea e tae enna Re Re eeRar en wwe RUC E ewe nes 51.5% 
Cities reducing number of persons: killed ...0-.c. cc cecccuncndceccsecsccnceeews 43.6% 
Citiés redtteing number of persons injured: ......6. ccc cccacscucccecntvcecenne 25.0% 
Cites redieniio: Weiiher OF MGES cic cc erlieenccarcdendenedcnadesdedltsarateesasaws 15.9% 
Cities reducing number of fires exceeding $1,000 loss ........ ccc cece eee cece 22.0% 
Cities: ODAGE Vinay TING PYOVettiGne W CO Wes cccccc ccc acciwcs ecnesecuceweceevece 93.3% 
Cities: contiictine Clean-up CAngdiens: ocwscaccccncccewodccccasendesndéwas ten 89.2% 
Cities where fire prevention is taught in schools............. ccc eee eceeeeeeees 86.5% 
Cities where: fice deilis are Teldtim schoolsiecins ccc ci cwcccenes tuccesvaavceenss 94.5% 
Cities where Boy Scouts participate in fire prevention ..............00eeeeeeee 51.3% 
Cities where Civic Clubs participate in fire prevention ............2 ce cee ce eees 78.5% 
Cities where fire departments give demonstrations and lectures ..............- 67.5% 
Cities where source of fires 15: investigated ©... 5 ccc cc ccsccsnctsccvcenccvcence 78.3% 
Cities stating building code needs no revision .............cc cece cece ccceecces 44.6% 
Cities which enacted: fire prevention legislations .:....0:35. coc ccecccccseeccceewsess 27.0% 
Cities which improved water supply or distribution system...............00000 75.6% 
Cities which increased fire department apparatus ............cececeecccecccecs 52.7% 
Cities which improved fire alarm systems ..........eeeeeeeees Waeeneudacunwes 43.2% 


views to the Director of Insurance of 
Idaho. 

Louisiana—Insures in regular com- 
panies. Losses very small but does not 
favor a State fund. 

Michigan—State fund created by Act 
of 1918. Premiums paid until July, 1920, 
amounted to about $400,000. Losses re- 
duced fund to about $25,000, and no other 
premium or appropriation made _ since 
July, 1920. 

Minnesota—Created State fund in 
1913 and prohibited insurance in regular 
companies. Worked satisfactorily until 
1919, when Legislature failed to make 
appropriation and no appropriation made 
since then. In 1922, State suffered loss 
of two normal schools and Legislature 
was asked to appropriate $1,000,000 to 
replace them. 

New Mexico—Insured in regular 
companies. Thinks it good policy to 
have State fund, but that it is imprac- 
ticable. 

Tennessee—State fund of $75,000 pro- 
vided 15 years ago. Fire losses have 
been paid from this fund, which now 
amounts to $205,000, but State Univer- 
sity, normal schools and State peniten- 
tiary carry insurance in regular com- 
panies. 

‘Texas—Insures in regular companies 
and does not favor State fund. 

Aside from the growing sentiment of 
the public in the opposition of govern- 
inent interference and management of 
private business enterprises, there must 
also be taken into consideration the as- 
pect of a moderately sized city ventur- 
ing into the business of “self-insurance.” 
The value of public property in such a 
city is relatively high, too high for the 
loss to be easily absorbed by the tax- 
payers, yet not high enough to make ap- 
preciable the saving on premiums. Even 
with successful experience for a time, it 
is doubtful if the saving would compen- 
sate for the added worry imposed upon 
those charged with the administration 
of public property. 

Furthermore, some consideration 
should be given to the frequency of ad- 
ministrative changes and to the fact that 
politics almost inevitably would creep 
into the handling of a public fund 
which requires efficient and intelligent 
management. Municipal funds have 
been known to collapse because of fail- 
ure on the part of a city council to ap- 
propriate money for their continuance. 
Five or ten years after the establish- 
ment of a fund the city authorities, con- 
scious of public apathy in the matter of 
city government and eager to achieve a 
reputation for economy, might conceiv- 
ably play to popular appreciation by 
limiting or omitting entirely appropria- 
tions for the insurance fund. With no 
understanding of insurance to guide 
them, voters would be inclined to ap- 
plaud such a saving until a serious fire 
occurred, 

Officials of a municipality are, of 
course, the trustees of the public prop- 
erty and it is highly questionable 
whether the trustee has the legal, not to 
say the moral, right to jeopardize the 
interested property by his refusal to fol- 
low old and settled principles and prac- 
tices in regard to its safe-keeping. 

Always the risk is heaviest at the in- 
ception of the fund and there is no guar- 
antee that loss will be escaped during 
this critical time. In fact, most munici- 
pal insurance failures have occurred in 
the early years of accumulation. 

It should not be forgotten, finally, 
that cities planning to float a bond is- 
sue for school construction or for any 
other purpose would be apt to encoun- 
ter difficulty in persuading solid business 
men to lend money where no adequate 
and safe insurance existed on the real 
property. 


ODDS 3 TO 1 AGAINST RAIN 


Lioyds’ is offering odds of three to 
one that the coming spring will be clear. 
Lloyds’ is said to be doing good busi- 
nes against a certain number of days of 
rain and in some cases are said to have 
placed money against rain on more than 
20% of the days of the spring and sum- 
mer months, something rarely experi- 
enced in England. 
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Senate Exempts Mutuals 
From Corporation Tax 


AGREES WITH HOUSE PROVISO 





But Must Use Minimum of 90% of In- 
come for Payment of Losses 
and Expenses 





The Senate Finance Committee has 
agreed to the House provision exempt- 
ing farmers or other mutual, hail, cy- 
clone, casualty, life or fire insurance 
companies from the corporation tax, but 
has included an amendment requiring 
such companies, in order to take advan- 
tage of the exemption, to use a mini- 
mum of 90% of their income for the 
payment of losses and expenses. 

The House bill required such com- 
panies to use “substantially all of their 
income in this way, but members of the 
committee believed that such phrase- 
ology was too ambiguous and would give 
the Bureau of Internal Revenue too 
much latitude in interpreting the actual 
percentage which Congress had in view. 

While the matter was before the com- 
mittee an effort was made to strike out 
the exemption, and put co-operative 
companies on the same basis as the, 
stock companies, with which they aré 
in active competition, some members: 


feeling that if the co-operatives com-'* 
peted with the stock companies they ‘sf 


should not be granted special considera- 
tion. The question of exemptions has 
been giving Congress a great deal of 
difficulty, as demands for special treat- 
ment are being made constantly by or- 
ganizations which feel they should not 
be subjected to the taxes which burden 
purely “commercial companies.” Only 
the strength of the various blocs is 
making it possible to get such relief for 
such associations. The Farm Bloc, for 
instance, is strong enough to force 
through special 
farmers’ organizations which other 
classes cannot get. Thus, for example, 
the committee refused to accept the 
House provision exemption from the 
corporation tax local associations of em- 
ployees whose membership is confined to 
employees of individual organizations, 
the net earnings of which are devoted to 
charitable, educational or recreational 
purposes. 

As adopted by the Senate Finance 
Committee, the provision exempting 
mutual insurance companies from the 
1244% corporation income tax, reads as 
follows: 

“Farmers or other mutual, hail, cy- 
clone, casualty, life or fire insurance 
companies; but only if 90% or more of 
their income consists of amounts col- 
lected from members for the sole pur- 
pose of meeting losses and expenses.” 


ALBANY FIELD CLUB MEETS 


Roy S. Smith, executive manager of 
the Chamber of Commerce at Albany, 
N. Y., was the chief speaker at the re- 
cent meeting of the Albany Field Club. 
A resolution favoring erection by the 
State of the proposed Roosevelt memo- 
rial museum in Albany was unanimously 
adopted by the club. Copies of the res- 
olution are to be given to members of 
the legislature and to the memorial 
commission. The Chamber of Com- 
merce ten-year Albany development 
program was endorsed by the club. The 
next meeting of the club will be the 
annual agents’ dinner, time and place 
to be announced later. 


F. N. SMITH TO BE AN AGENT 


Frank N. Smith, who has been special 
agent for the American of Newark in 
the New York suburban field for the 
past four years, is leaving that company 
to enter the local agency business at 
White Plains, N. Y., associating himself 
with Tucker & Turnbull. Mr. Smith 
has proved himself to be an able field 
man and he enters the local agency 


field with the best wishes of all his 
friends. 


consideration for — 
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FAMILY FINANCE 


Home life is happier for everyone when 
worry is eliminated. 


The Family Budget, developed through 
the co-operation of the whole family, elimi- 
nates unprofitable expenditures, increases 
savings, and banishes worry. 


The protection of the family, the educa- 
tion of the children, assured independence 
for old age, can all be made _ possible 
through the Family Budget. 


Those responsible for Family Welfare 
have always had these things at heart, but 
today are studying them with a deeper in- 
terest than ever, and the budget idea is 

getting recognition. 

Make a trial of the JOHN HANCOCK 
FAMILY BUDGET AND ACCOUNT 
SHEET, which you may have for the ask- 
ing, also additional sheets, as needed. 


A month’s trial will help you. A few 
months’ trial will convince you that the 
sudget helps you to make the most of your 
income, 


Address Publicity Department 





Lire INSURANCE COMPANY 


OF BOSTON. MASSACHUSETTS 


Sixty-one years in business. Now insuring One Billion, 
Fight Hundred Million dollars in policies 
on 3,250,000 lives 
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CORPORATION 


84 WILLIAM STREET, NEW YORK 
STATEMENT JANUARY ist, 1923 
Ce Serra et” 
Lighilities fm U. S.nccccccaces cescee GiGanee 
Including Re-Insurance Reserve 
er 
Losses Paid in the U. S. (over).......49,000,000 
JOHN H. PACKARD, United States Manager 
E. W. NOURSE, Assistant Manager 























‘Actun Fire Extends 
Hail and Rain Covers 


OPENS NEW DEPARTMENT HERE 





Springfield and North America Join 
Aetna to Handle Weather Insur- 
ance as a Group 





Plans for the writing of rain and hat 
insurance have been completed by the 
Aetna (Fire) of Hartford, the hail cov- 
erage to be on crops. However, the 
company states that it will not accept 
hail insurance on tobacco, either in Con- 
nectciut or the Housatonic River Val- 
ley. The underwriting of these new 
lines will begin about May 1, and a rain 
and hail department has been organized 
in this city under the supervision of C. 
C. Baker. Other departments have been 
established at Oklahoma City, Atlanta, 
and Kansas City. The Aetna is already 
a member of the Rain Insurance Asso- 
ciation. 

Supplementing this information the 
Aetna also announces the formation of 
a three-company association to handle 
weather insurance in the following 
statement: 

“In order to furnish local agents with 
greater facilities and larger carrying 
capacity, also to secure a greater dis- 
tribution of liability, the Aetna Insur- 
ance Company, the Springfield Fire & 
Marine Insurance Company and the In- 
surance Company of North America 
have formed an association so that each 
company will individually enjoy the en- 
tire combined facilities of all three com- 
panies. 

“These three companies have for some 
years operated their hail business under 
an arrangement of this character in the 
West. It is now planned by them to ex- 
tend this same arrangement to the re- 
maining portions of the United States, 
and in addition to the hail business they 
will undertake the writing of rain in- 
surance along the regular Ines. 

“James B. Cullison, Jr., with offices in 
Chicago, has been the manager of the 
hail department which has been con- 
ducted by these three companies, and 
he will have the supervision of the hail 
and raim business in the United States 
and of the hail business in Canada. He 
has been experimenting in and collect- 
ing data on rain insurance for some 
years and is regarded as one of the most 
expert men on this subject in the United 
States. Under his supervision offices 
have been established in New York City, 
Atlanta, Oklahoma City, Kansas City, 
San Francisco and Seattle, in order to 
furnish central points which will be 
easily accessible for all the agents of 
these three companies.” 


AVOID THESE CAR RISKS 





American of Newark Field Man Pre- 
sents a List of Seven Bad Ones 
Among Auto Owners 


The American of Newark quotes a 
field man as designating these as seven 
risks to avoid in automobile insurance: 

1. Bootleggers:—A law-defying per- 
son subjecting his car to unusual and 
uninsurable hazards; an unscrupulous 
claimant. 

2. Codfish Aristocrats:—The fellow 
who tries to support a Packard on a 
flivver income. 

3. Degenerates:—The persons who 
may be judged by their associates: 
often cause many fire and theft losses. 

4. Gamblers:—The man who ofttimes 
needs money more than an automobile. 

5. Irreconcilables:—The chap who 
dishonestly wants two dollars for every 
dollar of loss sustained. 

6. Liquor Drinkers :—Frequently parks 
for hours at city or country gin mills; 
irresponsible when driving. 

7. Reckless Drivers:—One who. has 
no regard for the safety of others, and 
noted for frequent collision losses. 


BALTIMORE DINNER 


A dinner in Baltimore by the Blue 
Goose will be held on April 7. 
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Australia Insures 
War Service Homes 


FOR FIRE, FLOOD AND TEMPEST 


Government Senennen These Risks at 
Lower Rate Than Private Com- 


panies; Novel Features 

An insurance venture, launched origi 
nally as an experiment by the Australian 
War Service Homes Commission, has made 
such satisfactory progress that the Muin- 
ister for Works and Railways is satisfied 
that the innovation will be established as 
a permanent feature. 

All homes built for soldiers by the 
Australian War Service Homes Commis- 
sion are insured against fire, flood, and 
tempest. The generous character of this 
“cover” is unique in Australian insurance, 
since no private company insures against 
flood and tempest. The rates, on an Aus- 
tralian average, are about 50% less than 
those charged by private companies for 
insurance against fire only. The scheme, 
of course, has no expenses in the nature of 
advertising or agents’ commission. 

While all Australian war-service homes 
are insured for their full market value 
irrespective of the amount of assistance 
granted to the applicants, each property 
is insured in addition for an amount equal 
to six of the monthly installments due 
by the applicant under his contract or 
mortgage. The result accruing from this 
procedure is that should a property be de- 
stroyed or damaged to such an extent as 
to render it uninhabitable, the insurance 
fund pays the applicant’s installments while 
the property is being re-built, with a 
maximum of six such installments. Not- 
withstanding the low rates charged and 
the extra risks insured against, the in- 
surance fund is in a satisfactory condition. 

On June 30, 1923, there were 18,038 in- 
surances in force, representing a sum of 
£11,866,524. The total premiums amounted 
to £36,020. The claims paid to that date 
and those outstanding, equalled £11,275, 
while the administrative expenses of the 
scheme from its inception, including con- 
tributions to all fire brigades throughout 
the Commonwealth where  war-service 
homes are situated equalled £10,838. 

NEW SPECIAL AGENTS 

G. A. Robinson has been ap- 
pointed special agent of the Hartford’s 
Automobile Department and will serve 
agents in New England. He takes up 
the duties of FE. T. Masson, who is now 
engaged in another field. 

Mr. Robinson comes to the Hartford 
with a background of twenty-six years 
of experience in the insurance business. 
He was occupied for some years in 
local agency offices in Buffalo and was 
later rating engineer for the Buffalo As- 
sociation of Fire Underwriters. 

Mr. Robinson has been associated with 
the Buffalo Insurance Co., serving at 
various times as examiner, adjuster and 
inspector, He is not only thoroughly 
acquainted with automobile lines but has 
an intimate knowledge of all of the usual 
hire coverages. 

Lawrence Allen has been appointed 
special agent of the Hartford’s auto- 
mobile department. He will work 
with representatives of this department 
who are located in the Philadelphia 
suburban field and in Southern New Jer- 
sey. With considerable experience in 
the automobile insurance business and 
an intimate knowledge of the territory 
that he is to cover, Mr. Allen joins the 
Hartford organization especially well 
qualified to take up his new work. 


ADMITTED TO PARTNERSHIP 


Patterson, Wylde & Windeler, agents 
in Boston for the Hartford, Fireman’s 
Fund, Standard of Connecticut and other 
companies, have admitted Oliver Turner 
and Edwin A. Boardman to partner- 
ship. 

ALBANY AGENTS TO BE GUESTS 

Local agents will be guests of the 
Albany Field Club at a dinner to be held 
in Albany on April 25. ; 


FINISH CODE OF ETHICS 


Committee in Hartford Presents Com- 
missioner H. P. Dunham With Set 
of Rules For Agents 
Connecticut’s code of ethics for in- 
surance agents was completed Wednes- 
day at Hartford by the special Insur- 
Committee 


Howard P. 
headed by 


ance Ethics appointed by 
Dunham. A 
Vice-President 
William Brosmith of the Travelers was 


Cosmiss.onet 


committee 


appointed to make 


draft 


a final copy of the 
for presentation to Commissioner 
Dunham. Among the articles of the code 
are the following: 

“That full publicity should be given 
to all matters relating to insurance to 
the end that the public may be informed 
as to the nature and advantages of in- 
surance protection. 


“That an agent or broker should dis- 
close to his patrons the nature and ex- 
tent of the insurance protection which 
he may offer and obtain for his patrons 
insurance adequate in amount and cov- 
erage to meet the risks and hazards to 
which the patron or his property may 
be exposed. 

“That an agent, or broker should not 
inisrepresent the terms of any policy or 
the benefits or advantages promised 
thereby or make any misleading state- 
ment or estimate of the cost thereof or 
make any misleading representations or 
incomplete comparisons of policies to 
any person insured for the purpose of in- 
ducing or tending to induce such per- 
son to lapse, forfeit or surrender . in- 
surance, 

“That a company, agent or broker 
should advertise only in a_ dignified 
manner and never in a way to injure 
any company or agent of a company or 
bring insurance into disrepute.” 


PHILADELPHIA PREMIUMS 


lor the last six months of 1923 Phila- 
delphia premiums were $6,240,445, as 
compared with $5,800,660 in 1922. Penn- 
sylvania stock companies and other do- 
mestic companies increased their pre- 
mium volume; foreign companies went 
back a few. thousand dollars. The In- 
surance Company of North America had 
$448,800 for the last six months of last 
year, leading all. companies. The Frank- 
lin made a nice gain, reaching the 
$276,000 mark. The Pennsylvania wrote 
$181,679; the Fire Association, $165,180. 
The Mechanics: did $107,104. The 
Home’s premiums were $125,717; the 
Royal’s, $143,088; the Liverpool & Lon- 
don & Globe’s, $113,550. The National 
Liberty is the only other company 
which passed $100,000, beating that fig- 
ure by just a dollar. 
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Insurance Audience 
Asks Radio Questions 


B. H. GLOVER ANSWERS THEM 








Laboratories Listing So-Called Wired 
Antenna; Severe Tests Given 
Regarding Insulation 





After addressing the Insurance Club of 
Chicago in reference to the fire hazard 
of the radio B. H. Glover, associate elec- 
trical engineer of the Underwriters’ 
Laboratories, told his audience that he 
was prepared to answer any questions. 
Here follows the questions and his re- 
plies: 

Q.—I would like to ask, in regard to 
the lightning hazard with these high 
sending stations, such as they have on 
the Commonwealth Edison Building over 
here, has there been any serious light- 
ning losses on those, that you know of? 

A.—The best lightning arrester con- 
sists of a substantially installed conduc- 
tor provided with a reliable and perma- 
nent ground. It is true that in radio 
equipments you have to remove the 
ground at certain stages of operation, 
but if when the equipment is not in use 
the ground connection is completed and 
maintained, radio equipment in my es- 
timation ought to provide safeguards 
from lightning. 

Q.—There is an advertisement in a 
Chicago evening paper of the plug that 
you screw into your electric light socket 
and use in place of antenna. I never 
knew the construction of it, but it seems 
to me there is a serious hazard on that 
grounding through the lights. 

A.—A number of so-called wired an- 
tenna, I believe that is what you call 
them, have been reviewed in the elec- 
trical department of the Laboratories. 
We are listing a number of them. They 
consist simply of a small condenser that 
creates no direct path between your 
lamp socket and your receiving set, but 
does permit the high frequency oscil- 
lations of radio to pass. You simply use 
the wiring in the building as your an- 
tenna through a condenser. In the test 
of such devices we require an unusually 
severe test as to insulation. They are 
required to stand at least twenty-five 
hundred volts between the two sides 
without breaking down. I have known 
of no troubles whatever in such a thor- 
oughly insulated wired antenna. 

Q.—I would like to know what is the 
carrying capacity of the wire used for 
antenna. I am of the opinion if light- 
ning would strike it, it would burn the 
wire right up. Does the force of light- 
ning have anything to do with burning 
up the wires? 

A.—When you speak of lightning and 
lightning protection, you have to confine 
yourself very closely to definite facts 
or you are liable to get quite confused. 
I do not know of any device or any sci- 
entific discovery which can anticipate 
or positively prevent a stroke of light- 
ning or determine where it is going to 
hit or what it is going to do when it does 
hit. The utility of so-called lightning 
rods and lightning protectors is not to 
take care of a direct stroke or a power 
discharge, but to simply act as a safety 
valve or drain to relieve the conditions 
that otherwise might develop into a 
power discharge. I don’t know whether 
I make myself entirely clear. It simply 
acts as a drain to relieve the tension in 
the atmosphere and drain the charge off 
in a ground connection. In that sense 
any conductor wire located up in the air 
with a ground connection serves a very 
useful purpose. 


JAPANESE LOAN GRANTED 


The Japanese minister of finance has 
decided to loan Japanese fire insurance 
companies more than 80,000,000 yen to 
allow them to pay from 5 to 10% of 
their losses resulting from the earth- 
quake, according to late information 
from Japan. These loans are to be 
made at 4% and will be retired within 
fifty years. 


RAIN DOESN’T WORRY CORNELL 





Seventeen Different Events Covered in 
Hartford by Athletic Association 
in 1923 


P. W. Wood & Son, agents of the 
Hartford at Ithaca, N. Y., wrote rain 
policies in 1923, covering seventeen dif- 
ferent events held under the auspices 
of the Cornell University Athletic As- 
sociation. In the current issue of “The 
Hartford Agent,” two pages and an ad- 
ditional column are devoted to this cov- 
erage at Cornell. A letter is printed 
from Romeyn Berry, graduate manager 
of the Cornell University Athletic As- 
sociation, expressing satisfaction with 
the Hartford cover. In it he says in 
part: 

“When you have a good day, a good 
game and a good crowd the loss of a 
premium doesn’t hurt much. On the 
other hand, when all of your plans have 
heen wrecked by rain the receipt of a 
check goes far toward assuaging your 
erief.” 


The Cornell rain insurance story is 
one of the best which has yet been 
printed by “The Hartford Agent.” It is 


attractively illustrated, effectively “made 
up” and interestingly written. The au- 
thor, by the way, is E. H. Stevens, 
special agent of the Hartford’s rain de- 
partment. 
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Winnipeg Law Gives 
Banks Policy Choice 


AGENTS SEEK TO AMEND IT 





Charge Loaning Companies Want to 
Control Placing of Insurance to 
Get Commissions 





A group of fire insurance agents of 
Winnipeg, Canada, recently approached 
the Manitoba Law Amendments Com- 
mittee asking that the Manitoba Insur- 
ance Act be amended to remove the 
clause exempting Winnipeg from the 
provision that loaning companies shall 
accept fire policies of any licensed com- 
pany. The idea of the agents is to re 
move the restriction on borrowers of 
money from naming the companies in 
which they desire to place their insur- 
ance. 

In 1919 the Manitoba Law had been 
amended to compel a loaning company 
to accept the insurance of any company 
licensed in Manitoba. <A_ year later, 
however, by another amendment, loan- 
ing companies were exempted from this 
provision. It is the latter proviso that 
the insurance agents seek to change. 

Speaking on behalf of the insurance 
agents, F. A. Lawson said representa- 
tives of loaning companies and the 
agents had agreed upon an amendment, 
but as the former declined to proceed 
with the legislative plans the agents had 
brought forward the bill. 

“We don’t want the loan companies to 
accept poor policies but they should be 
compelled to take a policy from a repu- 
table company. They refuse to accept 
a policy from ‘any’ company and it is 
on selfish grounds beenuse they want the 
commission,” said Mr. Lawson. Thos. 
Dawkins took a similar view. 


Banks Deny Charge 


Thomas Bruce, speaking for the 
lenders, said they had not asked for the 
legislation and neither had the borrow- 
ers. What the lenders wanted was pro- 
tection and the exemption of Winnipeg 
was necessary because the conflagration 
hazard was probably greater there than 
in any other city in Canada. For that 
reason they wanted control over where 
the insurance was placed. The loaning 
companies wanted protection because 
the fire insurance policy was a very ma- 
terial part of the security for the loan. 
He mentioned that one British Com- 
pany, if it would withdraw its money 
from Western Canada, could make more 
out of exchange than out of interest. 

J. C. Waugh said the insurance com- 
panies lent money at a low rate of in- 
terest with a view to building up their 
business. In the standard contract there 
is a clause to the effect that the bor- 
rower must insure with a company ac- 
ceptable to the lender. What the loan- 
ing companies were principally afraid of 
was the legislation being made _ retro- 
active. ; 

C. C. Ferguson said that his company 
accepted the borrower's choice of a com- 
pany for the fire insurance so long as it 
was reasonably safe. He submitted it 
would be dangerous and unwise to pass 
the amendment because of the impres- 
sion the public had that companies li- 
censed by a government were guaran- 
teed by that government. 


HOME TEAM WINS TITLE 


The Home Insurance Company basket- 
ball team is undisputed champion of in- 
surance company quintets, having won 
eleven out of twelve league games and 
all the outside preliminary games. John- 
son & Higgins gave the Home their only 
setback, but the Home team more than 
offset this defeat by conquering J. & 
H. three times. Captain Borg of the 
Home five has been a star basketball 
player for several years. He plays cen- 
ter. Others on the champion team in- 
clude: Carlson, left forward; Randolph, 
right forward; Benzoni, left guard; and 
Swann, right guard. 


Rating Organization 
Loses Two Veterans 


HESS AND JENNESS’ RETIRE 





Former Has Been Connected With Sub- 
urban for 25 Years; Jenness Leaves 
Syracuse 


Frank W. Jenness and Henry M. 
Hess, two veteran rate managers of the 
New York Fire Insurance Rating Or- 
yanization, are retiring this year from 
their active duties after many years of 
valuable service to the fire insurance 
business. Mr. Jenness, manager of the 
Syracuse division, retired on March 1, 
while Mr. Hess, head of the suburban di- 
vision, will relinquish his reins formally 
on June 1 to go on the retired list with 
a pension. Actually, however, he retired 
Monday night of this week when he was 
granted a two months’ leave of absence. 

Lawrence Daw, assistant secretary, has 
been placed in charge at Syracuse until 
the Underwriters Association of New 
York State acts on a permanent man- 
ager, and W. J. Ward has been placed 
in temporary charge of the suburban di- 
vision. 

At the age of twenty Frank W. Jen- 
ness became a local agent at Corning, 
N. Y., in 1871 and twelve years later 
succeeded Mr. Hess as special agent in 
New York for the Royal, North America 
and Pennsylvania Fire under C. R. 
Knowles of Albany. From 1893 to 1896 
he was assistant secretary of the Aetna 
at Hartford, after which he returned to 
New York as general agent for the com- 
pany. 

He became superintendent of ratings 
in 1907 of the Underwriters’ Association 
of New York at Syracuse and a year 
later secretary and treasurer. In 1911 
he left the association to become man- 
ager of the Rochester German Under- 
writers and later came to New York as 
manager of the Rochester department of 
the Great American. He returned in 
1919 to Rochester as secretary of the 
Underwriters Association. 

Henry M. Hess on June 1 will have 
completed twenty-five years with the 
rating organization. He is seventy-three 
vears of age and has been in insurance 
since 1867 when he entered an office in 
Indianapolis. For twelve vears he was 
an adjuster at Scranton, Pa., and later 
was special agent for various companies 
in the middle department, New York 
State, and New England. He was 
elected president of the New England 
Insurance Exchange in 1887. 

In 1899 Mr. Hess was elected manager 
of the New York Fire Insurance Ex- 
change and served for a decade. Then 
for a few months he was vice-president 
of the Fidelity-Phenix, after which, 
1910, he was elected manager of the 
Suburban Exchange. 


Favored Attorneys 
Wanted $10,000 Fee 


(Continued from page 17) 


insurance department for the purpose of 
paving the attorney, and the insurance in- 
terests of the District contributed to that 
purpese. Our contribution was $500. After 
the bill was redrafted it was necessary to 
reprint it. Again there was no fund at the 
disnosal of the insurance department for 
that purpose. and the insurance interests 
ef the District of Columbia contributed suf- 
ficient to pay the bill. Our contribution for 
this purpose was $250. 

IT have tried to give vou the full informa- 
tion with reference to these transactions, but 
if there is anv further information that you 
desire either Mr. Montgomerv or myself will 
suenly if. if within our power. 

Trusting this will be satisfactory, I am, 


Very truly yours, 
JOHN V. SEES, 
General Counsel 


The Chapman & Nauman Company 
has been appointed Pacific Coast gen- 
eral agent for the Merchants Insurance 
Company, of Providence, R. I. 
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91 Adjusters Do Work 
For New York Board 


LOSS COMMITTEE’S REPORT 


Eight Approved Adjusters Added in 
1923; Fifteen Fires Last Year Where 
Loss Exceeded $100,000 





The New York Board of Fire Under- 
writers now has ninety-one adjusters 
affiliated with its Committee on Losses 
and Adjustments of which committee 
Allen E. Clough is secretary; Harry H. 
Clutia, chairman, and Bernard M. Cul- 
ver, vice-chairman. Of these adjusters 
thirty-four are salaried; twenty-seven 
are independent; and thirty, more or 
less, inactive. Eight adjusters have 
been added to the approved list: John 





H. Et. CEU TEA 


B. C. Guile, Thomas H. Hart, Jr; L. B: 
Hazzard, Z. Leslie Hoover, William 
Hough, I. G. Kreter, H. A. Morrison 
and J. W. Warnshius. 

The loss committee has made _ its 
twenty-second annual report. Of fires 
over $100,000 there were fifteen in 1923 
for’ a total of about four and a half 
millions of dollars, the largest being a 
million dollar loss in Long Island City 
and one nearly as large being in West 
Street, New York, not a great distance 
trom the Battery. 

During the year there were seven- 
teen warehouse fires which involved a 
total insurance of nearly eight millions, 
with an estimated loss of about one and 
a half millions. 

One unusually interesting claim ad- 
justed during the year was under an 
explosion policy of $3,182.49, with con- 
tributing insurance of $1,300,000 on a 
sound value of $1,261,580. 

Incurred losses of all kinds showed an 
increase of 9.23 per cent. in number, but 
12.57 decrease in amount in the whole 
metropolitan district. New York City 
shows an increase of 9.54 per cent. in 
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number and a decrease of 12.04 in 
amount. 

Of moral hazard reports there were 
107 claims reported in 1923 calling for 
unusual investigations. The committee 
spent last year $62,000 on criticized 
claims, adjustments of which are still 


pending. 


PLACED BY NEW YORK BROKER 


Considerable interest is being mani- 
fested in Newport News’ local agency 
circles in the decision of the Chesapeake 
& Ohio Railway Company to reopen 
grain elevator B in that city, which has 
been idle for several years, estimated 
insurable values ranging from $500,000 
to $1,000,000. The cover, it is under- 
stood, will be placed through a New 
York brokerage firm. It is anticipated 
that the elevator will be reopened for 
business within the next month. Ele- 
vator A, which adjoined the one to be 
reopened, burned some years ago. 





JERSEY SPECIALS’ DINNER 

The New Jersey Association of Spe- 
cial Agents is an organization which is 
five years old. To celebrate the fifth 
anniversary a dinner will be held at the 
Newark Athletic Club on May 13. For 
some time this association has been hold- 
ing monthly luncheons, the speaker on 
each occasion being a man with an in- 
surance educational message to deliver. 





PRENTISS B. REED TO SPEAK 


Prentiss B. Reed, general adjuster of 
the Phoenix of London, will speak on 
the moral hazard of custodians at the 
monthly meeting of the Suburban New 
York Field Club to be held Monday, 
April 7, at the Hotel St. George, Brook- 
lyn, at noon. 


HARDING ON HIGLEY 





New President of Hanover Has Great 
Capacity For Friendship and Is Well 
Qualified to be Company President 


J. C. Harding, president of the West- 
ern Union and western manager of the 
Springfield, has for many years had an 
opportunity to see at close range C. W. 
Higley, now president of the Hanover: 
Asked for an estimate of him by THe 
EASTERN UNDERWRITER he said: 

“There are few men so well qual- 
ified as Mr. Charles W. Higley for 
the promotion with which he has just 
been honored. Added to a long ex- 
perience in the practical side of insur- 
ance acquired as local agent, special 
agent, assistant general agent and gen- 
eral agent, he has had a rather unusual 
training in the handling of invested 
funds, his own and those of financial 
institutions with which he has been con- 
nected, and enjoys a reputation for 
business sagacity and knowledge of 
values which many of his friends will 
be only too glad to acknowledge is 
well deserved. His capacity for friend- 





ships, his manly bearing and integrity, 
his thoughtfulness for others, particularly 
those who are in need of help and 
counsel, have built for him a large fol- 
lowing of friends who will wish him 
‘Godspeed’ in his new responsibilities 
and who will sincerely hope that they 
will not entail his complet: separation 
from the ‘Middle West’ of which he 
is a product of whom we can all be 
proud,” 





Cc. W. HIGLEY IN WRECK 
Charles W. 


president of 


Higley, newly elected 
the Hanover Fire, was 
badly shaken up and bruised last Fri- 
day morning when twelve cars of the 
westbound “Broadway Limited” of the 
Pennsylvania Railroad, on which he was 
traveling, left the track near Hamlet, 
Indiana. Mr. Higley later proceeded to 
Chicago. 


PAPER MOVES 
“The Insurance News” of Philadelphia 
has moved its offices from 420 Walnut 
Street, that city, to 427 Drexel Building. 
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What Qualification Do 
Jersey Agents Desire? 


ANSWER TO CRITICISM MADE 





History of “Good Faith Act”—The 
Question of Control of Appoint- 


ments Discussed 





A company manager writes The East- 


ern Underwriter as follows 
“My attention has been attracted to 
the statement in The Eastern Under 


writer of March 7 to the 
New Jersey Agents’ 
aroused by what it claims to be the 
opposition of the companies to the so- 
called Agents Qualification bill 

“If | rightly gather the trend of the 
article, some of the New Jersey agents 
want to know why the companies have 
not supported their bill after having 
‘promised the National Associaiton not 
to oppose -* 

“T doubt very much if the 
is a whole or the National Board off 
cially ever accepted any such bill. I 
know personally there was a good deal of 
opposition by the fire companies as well 
as others. 

“However, this is the 
What is the reason the 
agents gave no 


effect that the 
Association iS 


companies 


real question: 

New Jersey 
support to the good 
faith license bill approved by the in 
surance commissioners in 1914 at the re 
quest of the National Association of 
Insurance Agents? 

“And why, after this action of the 
commissioners in 1914 was accepted and 
approved by the National Association, 
did the association under the leadership 
of the New Jersey agents reverse its 
attitude and abandon this effort? 

“There has been much said of late 
about conference and co-operation with 
the companies, but a license law which 
gives agents control of appointments 
is obviously a law for agents only, which 


is a condition the companies can not 
recognize. The New Jersey agents 
seem to be particularly aggressive in 
this direction, but they can hardly ex- 
pect to gain their point by charging the 
companies with non-co-oper ation with 
the National Association. The shoe 
seems to be on the other foot.” 


New Jersey Agent Makes Reply 


This letter was turned over 


for reply 
to one of the leading 


agents of the 


state, a man in close touch with the 
agency association movement. He made 
these comments to THe EASTERN UNDER 
WRITER 

“For several years the New Jersey 
association has endeavored to improve 
the standard of the insurance agent. 
\pparently this can only be accom 
plished by requiring some standard of 


qualification before a license 
the state. 

“The so-called Faith License 
Bill’ approved by the insurance commis- 
sioners of 1914 was nothing more nor 
less than placing in the hands of the in 
surance superintendent some discretion 


is issued by 


‘Good 
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ary power as to who should be licensed. 
The language in that bill read ‘The In 
surance Conimissioners shall, if he is sat- 
ished that the appointee is a suitable 
person and intends to hold himself out 
in good faith as an insurance agent, 
issue to him a license.’ This bill did not 
provide for any qualification nor require 
any commissioner to ascertain whether 
or not the applicant had any qualifica- 
tions. It provided no way to find out. 
whether he had any and did not provide 
for examination or investigation. 


Suitable Person 


“It is apparent that 
lodged in the insurance 
determine, arbitrarily, 


with the power 
commissioner to 
without examina- 


tion, whether one applicant is a ‘suit- 
able person’ and the next applicant is 
not suitable, than such a law is not a 


qualification 
vestment of 
commissioner 
to license 
the next. 

“Only one person can tell whether an 
agent intends to hold himself out in good 
faith as such and his statement to this 


law, but an arbitrary in- 
power in an insurance 
without let or hindrance 
one man and refuse to license 


effect) would undoubtedly require the 
commissioner to grant a license. 
“It was for this reason that the Na- 


tional Association undertook to draw a 
bill that would meet with the approval 
of the commissioners and the companies 
and yet provide some means of ascer- 
taining whether a person was properly 
qualified to act in the capacity of in- 
surance agent or not. 

“During 1919 and 1920, Commissioner 
Donaldson of Pennsylvania offered sug- 
vestions for a uniform law for licensing 
and qualifying insurance solicitors to the 
insurance commissioner’s convention. 
After several conferences and various 
meetings of the commissioners, the 
Donaldson suggestions were abandoned 
and the bill which was drafted by the 
National Association was approved by 
the insurance commissioner’s convention 
on December 5, 1922, and the discussions 
on that bill are recorded in the 1923 
proceedings of the National Convention 
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Toronto, Canada 

Western Assurance Company of 
Toronto, Canada 

Potomac Insurance Company of 
Washington, D. C. 

United States Underwriters’ Policy 
of New York 


H. Junker, Manager, Pacific Coast 
Dept., San Francisco, California 
Cobb Glass & Co., Managers, North 
Carolina Dept., Durham, North 
Carolina 











of Insurance Commissioners, pages 5-11. 

“During the period of conference and 
after the National Association at Cin- 
cinnati, March, 1921, approved of it, it 
was referred to the Conference Com- 
mittee of the National Association for 
their consideration, and on July 15, 1921, 


this Committee met with the sub-com- 
mittee of the Committee on Laws of the 
National Board of Fire Underwriters 


and the greater part of a day was de- 
voted to every section and almost every 
line of the proposed law. The counsel 
of the National Board attended the con- 
ference and gave his opinion, at the con- 
clusion of which, after slight changes 
were made, the proposed act was ap- 
proved and the National Association 
have in their file the minutes of that 
meeting, which were kept by the Gen- 
eral Manager of the National Board, 
which minutes show the discussions and 
the approval of the act.* 

“So much for the history of the model 
qualification bill and the 1914 so-called 
‘Good Faith Act? 


The Bill of the Jersey Association 


“The officers of the New Jersey As- 
sociation, in all good faith, prepared a 
bill- for introduction at the last session 
of the legislature, to properly provide 
for qualification and examination of in- 
surance agency applicants. 

“This bill deviated from the language 
of the proposed standard bill in such a 
way as to make it undesirable to the in- 
surance companies, and immediately this 
situation was disclosed to them. A sub- 
stitute was offered, following practically 
the standard bill, still in good faith, but 
which apparently did not meet the re- 


auirements of the companies, but 
which, however, did satisfy the Insur- 
ance Department of the state. 


“On the day of the hearing before the 
insurance committee, the officers of the 
New Jersey Association withdrew their 
support to this bill in the face of the 
objections of the companies and offered 
instead the qualification bill approved by 
the insurance commissioners and by the 
National Board special committee, with- 
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out changing the dot of an i, nor the 
cross of a t. It was too late in the ses- 
sion to have any action taken on this 
second substitute and there was no op- 
portunity for either agents or companies 
to be heard in favor or against. 

“T have no reason to believe that the 
National Board will oppose the measure 
if it is introduced next year, provided it 
follows exactly the language of the 
model bill. 


No Desire to Control Appointments 


“IT might say in conclusion that the 
agents, not only in New Jersey, but over 
the. entire country, have no real desire 
to control the appointment of agents 
through any law which gives them the 
authority to say whether or not a man 
shall receive a license. They do, how- 
ever, believe that the interests of the 
business of insurance will best be served 
bv having some standards of qualifica- 
tion laid down, and they believe that the 
insuring public will be saved many thou- 
sands of dollars in insurance costs if 
the time comes when a more careful 
selection of agency representatives is 
made, whether voluntarily by the com- 
panies, or by legislation, than now 
exists.” 


McMAHAN AFTER RATE BUREAU 


Says Companies Have Not Organized 
Rating Bureau in South Carolina 
According to Law 


Commissioner John* J. McMahan of 
South Carolina, has issued a statement to 
every insurance company and association 
applying for license in his state declaring 
that the South Carolina Inspection and 
Rating Bureau, maintained in Columbia 
by fire insurance companies, is not or- 
ganized in accordance with the laws of 
the state. The bureau, he contends, 
controlled from without the state by 
boards in Atlanta and New York, has 
never filed in his office a copy of the 
agreement under which it is organized. 
Mr. McMahan calls on all companies in 
the state to organize a bureau to which 
every fire insurance company will be ad- 
mitted. 

“T call upon all companies now denied 
full membership in this bureau to unite 
in organizing a lawful bureau,” says the 
commissioner to which the other com- 
panies may be admitted as members un- 
less the present rating bureau is so 
changed in organization and control that 
it will receive my approval and be per- 
iitted to operate as a rating bureau. 

“Tnasmuch as the existing agreement 
under which fire insurance rates in South 
Carolina are made, fixed and collected, 
has not been filed with the insurance 
commissioner and approved by him, the 
rates promulgated by the so-called 
South Carolina Inspection and Rating 
Bureau are not authorized by law.” 


The United States Merchants & Ship- 
pers has been elected a member of the 
Philadelphia Fire Underwriters’ Associ- 
ation. 
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Hoboken Winner in 
Fire Waste Contest 


OF CHAMBERS OF COMMERCE 





Indianapolis, Dubuque and Blytheville, 
Ark., Winners in Other Classes; 
Many Gains Achieved 





‘The announcement of the winners and 
results of the 1923 Inter-Chamber Fire 
Waste Contest was a feature of the 
meeting of the National Fire Waste 
Council held on March 27 at the head- 
quarters of the Chamber of Commerce 
of the United States at Washington, 
Db. C. The Board of Judges, consisting 
of Julius H. Barnes, president of the 
Chamber of Commerce of the United 
States, chairman; H. A. Smith, chair- 
man, Insurance Advisory Committee; 
Arms, George W. Booth 
H. Wentworth, represent- 
National Fire Waste Council, 
decided upon the Chamber of Commerce 
olf Hoboken, New Jersey, as the winner 
of the main award. 

This city 


and lugene 
and lranklin 
ing the 


which was entered from 
Class 2, cities of between 50,000 and 100,- 
GOO population, had the best accomplish- 
ments of all cities entered in the con- 
test. The winners oi the other classes 
are Indianapolis Chamber of Commerce 
in Class 1, cities of over 100,000 popu- 
lation; Dubuque, la., Chamber of Com- 
merce in Class 3, cities between 20,000 
and 50,000 and Blytheville, Ark., Chamber 
of Commerce in Class 4, cities of under 
20,000. The honor cities of each class in 
order are: Wilmington, Del.; Oklahoma 
City, and Milwaukee, in Class 1: Long 
Beach, Calif.; New Britain, Conn.; St. 
Joseph, Mo., in Class 2; Great Falls, 
Montana; Clarksburg, W. Va., and Bur- 
lington, Vermont in Class 3; Billings, 
Mont.; El Reno, Okla., and Tuscaloosa, 
Ala., in Class 4. 

The inter-chamber fire waste contest 
was instituted in 1923 by the National 
Chamber of Commerce in cooperation 
with the National Fire Waste Council. 
One hundred and ten cities submitted 
material to the grading committee in 
order that their records might be graded 
and receive consideration in the grant- 
ing of the awards. Although the con- 
test is on a permanent basis, separate 
awards will be made annually to the 
winning organizations. The trophies for 
1923, will be bronze plaques bordered 
with a sterling silver inlay and mounted 
on a mahogany base. 

Hoboken’s per capita fire loss in 1923 
was $2.24 as compared with $6.41, the 
average of the preceding five years. 
This is a reduction of 65% which in 
aggregate represents a saving to the 
people of Hoboken of $292,183 in prop- 
erty. The number of fires resulting in 
a loss of more than $1,000 decreased 
from an average of 32 to 14, a reduction 
of 44%. Although the number of per- 
sons killed and injured by fire had 
previously exceeded 10 per year, no 
persons were killed or injured during 
1923. 

The activities carried on by this 
chamber were many and varied. A fire 
prevention bureau was organized and a 
new fire code was enacted; regular in- 
spections were conducted; educational 
material was distributed; the coopera- 
tion of other civic business organiza- 
tions was secured and effective work was 
carried on among children in the schools. 
Besides comprehensive educational ac- 
tivities, many permanent structural and 
protective improvements were made, 
such as an increase in capacity of the 
water supply resulting in an addition 


of ten pounds to the water pressure 
throughout the city. 

In announcing the winning chambers 
and the honor cities, the board of judges 
pointed out many remarkable achieve- 
ments of these sixteen organizations. 





O. J. PRIOR, President 
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Combing Town of 2,000 
For Policy Prospects 


WHAT TWO TEXANS HAVE DONE 





How John H. Sedwick and W. Graham 
Wells, Jr., Put Themselves on Map 
in Cattle Town 





Two young men, John H. Sedwick 
and W. Webb, Jr., joined 
forces in July, 1923, to do an insurance 
business in Albany, Texas, 


Graham 


which is a 
town of 2,000 people. The insurance 
czar of the town was another agency 
which had been prominent for forty- 
two years. Messrs. Sedwick and Webb 
went into the game resolved to solicit 
insurance in an intelligent manner and 
have been unusually successful. 

They knew at the beginning that if 
they merely solicited fire and one or 
two other lines like property insurance 
and a few lines of casualty insurance and 
some life insurance, their activities 
would be limited. So they made a sur- 
vey of the situation with the result that 
they have not only combed the town 
for fire, tornado, hail, life, compensa- 
tion, accident and health, all varieties of 
automobile, and plate glass insurance, 
but they have also written lines on par- 
cel post, jewelry floater, cotton floater, 
oil property insurance on derricks and 
tools, casing-head gasoline plant, bank 
burglary and robbery, safety deposit 
boxes, rain, dances and picture shows; 
live stock insurance, and a group dis- 
ability policy was taken on the Albany 
Volunteer Fire Department. 


Read “The Eastern Underwriter” 
As soon as Sedwick & Webb decided 
to become local agents, they picked out 





a number of insurance papers to read, 
believing that they could get from them 
valuable tips as to how other insurance 
agents had progressed. For instnace, 
they take Tue Eastern UNDERWRITER. 
“We read it from cover to cover,” wrote 
Mr. Sedwick in a letter to this paper, 
“and find it unusually valuable and 
would not be without it.” 

As soon as Sedwick & Webb hear of 
a coverage with which they are not 
familiar, they get posted. “Every avail- 
«ble minute we have,” said Mr. Sed- 
wick, is spent in studying the insurance 
question from all angles and trying to 
iamiliarize ourselves with its many lines. 
It did not take us long to ascertain 
that there is an enormous future in a 
local agency for young men who resolve 
to master their business.” 

In getting up their letter head, Sed- 
wick & Webb put up near the top their 
references which are the two leading 
banks of the town, the Albany National 
and the First National. 

In West Texas where Albany is lo- 
cated the cattle industry is predominant 
and every year a registered Hereford 
show and sale takes place. On March 
1 last, the first show was held after Sed- 
wick & Webb started operating. Some 
time in advance they had decided to 
have a display booth to advertise their 
insurance contracts and the name of the 
new insurance firm. The Aetna and Af- 
filiated Companies, which are the lead- 
ers in the Sedwick & Webb agency, 
were called upon for material and fur- 
nished not only the attractive signs but 
reading matter which, of course, was 
fine sales documents. 


Took Advantage of Election 
On March 1, there was also an elec- 
tion in the county for good roads; the 
streets of Albany were packed and this 
was not only an occasion of distribu- 





Coincident with their efforts a reduction 
in the per capita loss of 134%% was 
effected from that of the average for 
the same cities during the past five 
years. The decrease in the number of 
persons killed or injured was even more 
striking as it amounted to 34%. 

Summarizing the results of the con- 
test, the per capita fire loss in 1923 for 
all cities which submitted records was 
$3.24 as compared with $4.75 for the 
country as a whole during 1922. Despite 
an increase in population among these 
cities, there was a decrease in the num- 
ber of persons killed and injured by fire 
in 1923. 

The constantly increasing interest in 
the fire waste contest coupled with the 
excellent results experienced during the 
past year warrant the belief that the 
1924 contest will present an even more 
remarkable showing. 


X-Ray Film Hazard 
(Continued From Page 1) 


inflammable film in this office been kept 
in an approved insulated, ventilated cab- 
inet and the storage of old negative films 
been kept in a room of fireproof con- 
struction equipped with a few automatic 
sprinklers there would not have been 
such damage, and loss of records.” 

The Eastman Kodak Company claims 
that there is no fire danger if the films 
are stored in the manner they advo- 
cate. They favor putting them in heavy, 
manila envelopes, not more than half a 
dozen films in an envelope, or in cab- 
inets. 


Sedwick & Webb, but 
policies were sold. 

“T believe that as many country people 
in this country read the literature which 
we handed out as could have been 
1eached by several thousand letters,” 
said Mr. Sedwick. 

Sedwick & Webb also operate the 
Mortgage Loan Company of Albany, 
own it, and handle every Ford car sold 
on the deferred payment plan in the dis- 
trict and they get the insurance on it. 

Reverting to the letter head, Sedwick 
& Webb print at the bottom of each 
letter: “Your interests are our inter- 
ests, we will protect you against loss.” 


a number of 


G. A. ROBINSON WITH HARTFORD 


G. A. Robinson has been appointed 
special agent of the Hartford Fire’s 
automobile department for New Eng- 
land succeeding E. T. Masson, who has 
gone to another field. Mr. Robinson 
has been in insurance for twenty-six 
years, having served with Buffalo local 
agencies, acted as rating engineer for 
the Buffalo Association of Fire Under- 
writers, and as adjuster and inspector 
for the Buffalo Insurance Company. His 
headquarters will be in Hartford. 





Brevoont 


Madison Street, east of LaSalle 
CHICAGO 


DOWNTOWN, near 
principal stores, 
banks, business 
houses and theatres, 
the Brevoort is pre- 
eminent among Chi- 
cago hotels for qual- 
ity of service at 
moderate cost. 


E. N. Mathews, 
President. 


R. E. Kelliher, 











tion of a large amount of literature by Manager. 
Fire, Marine, Windstorm, 
hiro Automobile, Sprinkler Leak- 
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Administrative Offices, Hartford, Conn. 
J. H. Vreeland, President 
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Shows Ways to Stop 
Bad Dust Explosions 


OUTCOME OF PEKIN DISASTER 





P. W. Edwards, Bureau of Chemistry 
Engineer, Recites Results of Study 
of Explosion Causes 





One of the most disastrous industrial 
plant dust explosions in recent history 
irom the standpoint of life loss was that 
which occurred on January 2 at the 
Pekin, IIL, plant of the Corn Products 
Refining Company in the opinion of 
Paul W. Edwards, assistant development 
engineer of the Bureau of Chemistry, 
speaking last week before a meeting in 
Washington of the National Fire Waste 
Council. Forty-two men were killed or 
died in hospitals from burns received in 
the explosion and twenty-two were in- 
jured. With one exception, said Mr. 
Edwarus, this is the largest number of 
persons ever killed in an explosion of 
this character. 

Mr. kdwards paid high tribute to the 
Pekin Chamber of Commerce wihch im 
mediately aiter the explosion took 
charge of all relief work and for days 
worked in the interests of the injured. 

“The damage done to the plant at 
Pekin by the explosion and fire which 
followed will probably amount to ap- 
proximately $750,000 and $175,000 will 
probably cover the liability loss result 
mg irom claims presented for the dead 
and injured,” said Mr. Edwards. 

“The plant consisted of a number of 
buildings designed for the manufacture 
of cornstarch and by-products. The sec- 
tion of the plant affected by the explo 
sion and fire consisted of five buildings 
of fire-resistive construction, although a 
large part of the equipment in the vari 
ous buildings was of wood or non-fire 
resistive material. 


U. S. Government Investigates 
“Engineers of the Bureau of Chemis- 
try of the United States Department of 
Agriculture, who have been studying the 
dust explosion problem for a number of 
years, made an investigation of this ex 
plosion in co-operation with State Fire 
Marshal John G. Gamber. After a thor 
ough examination of the affected sec- 
tion of the plant and consideration of 
all evidence collected, many of the sug- 
vested causes were eliminated. A study 
of the path of propagation of the ex- 
plosion lindtell that the explosion had 
originated in the basement of what is 
known as the kiln and table house. 
“Evidence was found that a hot bear- 
ing had set fire to the inside of a con- 
veyor box in the basement of the build- 
ing. This fire furnished the source of 
ignition for the explosion when dry 
starch was dumped into the conveyor. 
From this point the explosion propa- 
gated through the tipple to the first floor 
and spread around the kilns and loading 
hoppers. In the basement this initial ex- 
plosion blew down a tile wall near the 
conveyor and another light tile wall 
which formed part of an air duct under 
the kilns. The flames propagated up 
through the kilns, blew off the doors on 
the east side of the kilns, and then trav- 
eled south to the starch packing build- 
ing where the second and more violent 
€ xplosion occurred. 
“From the first floor of the table and 


kiln house the flames also propagated to 
the upper floors of the building, but the 
presence of only a small quantity of dust 
on these floors prevented the building 
up of any great pressure. It is believed 
that the damage to the starch grinding 
house, located west of the starch pack- 
ing house, was caused by the explosions 
in the starch packing house and the 
table and kiln house, as there was little 
evidence of extensive flame propagation 
through this building. 

“The three most important lessons 
learned from the investigation of this 
explosion are: The value of the day- 
light type of building; the necessity of 
adopting a positive form of lubrication 
for bearings at points where the fire or 
explosion hazard is present, and the de- 
sirability of isolating buildings in which 
explosive dust is produced in manufac- 
turing operatons. 

“If there had not been large window 
areas in the table and kiln house and in 
the starch grinding plant, the damage in 
both buildings would undoubtedly have 
heen much greater. The failure of the 
rool of the starch grinding plant also 
helped in reducing the pressure in this 
unit and prevented greater damage to 
the interior and the equipment installed. 

“An alarm system for indicating hot 
bearings or a positive system of lubrica- 
tion is desirable on all equipment where 
the material being handled is inflam- 
miable. Such systems are especially 
necessary on bearings located in places 
which are not readily accessible. 

“It has been shown that the isolation 
of buildings in which the fire or explo- 
sion hazard exists often limits the ex- 
plosion and fire to the unit in which it 
started. It is recommended that in in- 
dustrial plants where dust explosions are 
liable to occur all buildings be isolated 
sufficiently to prevent the spreading of 
a fire or an explosion from one building 
to the others.” 


202 CITIES IN FIRE CONTEST 

To the end of March 202 cities have 
definitely entered the Fire Waste Con 
test of the United States Chamber of 
Commerce for 1924, according to T. 
Alfred Fleming, chairman of the Na 
tional Fire Waste Council’s campaign 
committee. These two hundred cities 
represent a total of approximately one- 
fifth of the population of the United 
States. Practically all the leading cities 
of the country are represented. Three 
states have shown almost a 100% record 
of enrollment, namely, Rhode Island, 
Missouri and New Jersey. 


THE HANOVER 
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The real strength of an insurance com- 
pany is in the conservatism of | man- 
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HANOVER is an absolute assurance of 
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CENTRAL FIRE GETS ANOTHER 


Prominent ine’ Steve Made District 
Agent For Chicago Fire & Marine; 
Assets of $2,408,581 


The Chicago Fire & Marine has ap- 
pointed the Central Fire Agency, 92 
William Street, as its metropolitan dis- 
trict general agent for the writing of 
fire, tornado, windstorm, sprinkler, leak- 
age, explosion, riot and civil commotion 
insurance. President H. M. O’Brien of 
the company, who has been in New York 
for several days, announced the appoint- 
ment. President O’Brien and Vice-Presi- 
dent ‘Frederick O’Brien are sons of 
Harry O’Brien of Chicago, for many 
years a leading insurance figure in the 
Western metropolis. 

Organized in 1922 with a cash capital 
of $1,000,000 the Chicago Fire & Marine 
had assets at the close of last year 
amounting to $2,408,581 and a net sur- 
plus, in addition to the capital, of $636,- 
012. The company operates now in 
twelve states and has over 1,200 agents. 
It has a running mate in the recently 
organized Presidential Fire & Marine. 


The Bankers Brokerage Corporation 
of New York City has been incorporated 
to do an insurance brokerage business 
in Queens Borough. The capital is $500 
and the directors include T. P. de Graf- 
fenried, 42 Broadway, and W. H. Hol- 
man and S. E. Holman, of Douglaston, 
New York. 
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LARGE CAPACITY UPON AC- 
CEPTABLE BUSINESS 
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‘*Then give to the World the 
best that you have and the best 
well come back to you.” 
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Questions Opened Up 
By “Gregorios” Case 
HOW TO PROTECT MORTGAGEES 


Recent Decision of House of Lords 
Leaves Perplexing Problem for 
Marine Underwriters 


The scuttling of the Greek steamer 
“Gregorios” will be fresh in the minds 
of all marine insurance underwriters, 
and the recent decision of the House of 
Lords—the supreme arbiter to whom 
the case was ultimately carried from the 
lower courts—has caused quite a flutter 
in the minds of both underwriters and 
innocent cargo owners and = innocent 
mortgagees. ‘The subject is undoubtedly 
and admittedly one of immense impor- 
tance. One authoritative source has de 
livered the following remarks: 

“In view of the important questions 
concerning the position of the innocent 
cargo owner, and the innocent mort 
vagee, In cases where vessels have been 
fraudulently scuttled, arising out of the 
recent decision of the House of Lords, 
it is only natural that mortgagees, ship- 
pers, and others interested should wish 
to know, as early as possible, the atti- 
tude of the marine insurance market 
regarding these questions. Already it 
has been suggested that the cargo 
owner should be protected in some form 
or other, and the following summary, 
which may be taken as representative 
of the views of the market as a whole, 
confirms this suggestion : 

“The recent judgment delivered in the 
House of Lords has produced an en- 
tirely new situation regarding the liabil- 
ity of underwriters to their assured 
when loss of cargo arises from the 
scuttling of vessels with the connivance 
of the owners. Underwriters, both at 
Lloyd’s and the companies, have been 
engaged in devising means of meeting 
the situation, and while there is a unani- 
mous feeling that the cargo owner or 
shipper must be protected it is necessary 
to be careful that before any formal ac- 
tion is decided upon the fullest consid- 
eration should be given to the various 
questions directly arising from the 
judgment. With this object in view, the 
best legal advice is now being obtained 
to enable underwriters clearly to define 
the position for the future. The ques- 
tion of providing insurance facilities for 
innocent mortgagees is also being fully 
considered, and when agreement has 
heen attained on both subjects, an early 
intimation will be made to all con- 
cerned.” 

This would appear to open up an en- 
tirely new class of insurance vitally 
necessary to protect a variety of legiti- 
niate interests against the machinations 
of unscrupulous owners who, unfortu- 
nately, have of late been continually in- 
creasing in numbers as the shipping in- 
dustry has declined. Underwriters prove 
that they have no desire to act in an 
arbitrary manner by contemplating this 
new class of cover, but of late they 
have suffered so severely that they are 
compelled to consider protectionary 
methods. 

Version of D. King Page 

D. King Page, an authority on this 
Case, writes in the “Post Magazine,” as 
follows, concerning the contingencies 
which have arisen: 

Fully to appreciate the effect of the 
decision in the House of Lords, one must 
£0 back to the case of “Small v. United 
ingdom Mutual Marine Insurance As- 
sociation,” in 1897, which Gow sum- 
marizes as follows: 


“Interests of mortgager and mort- 
Zagee are distinct: Master who is 


mortgager can commit barratry 
against mortgagee, providing he was 
not appointed by mortgagee; policy 
effected by mortgager, intention to 
benefit mortgagee.” 

This was a fraudulent scuttling case, 
but it never actually decided the scut- 
tling issue, because it was decided that 
the underwriters were liable on the 
grounds that the vessel was lost by bar- 
ratry. Nevertheless, it has always been 
accepted as the precedent upon which in- 
nocent mortgagees could recover in 
cases of fraudulent scuttling, because the 
Court of Appeal, after upholding the 
lower Court’s decision, expressed the 
opinion (apparently gratuitously) that, 
if the mortgagee had taken no part in 
the appointment of the master, he could 
have recovered as for a loss by perils of 
the sea. This passage was quoted by 
Biscount Cave in his judgment. 

Now, it has always been held in ma- 
rine insurance circles that this prece- 
dent was a bad one. In the first case, 
the direct issue was’ barratry, not 
fraudulent scuttling, while the actual 
precedent on the scuttling issue appears 
to be the passage quoted above. More- 
over, for some reason or other, the case 
was never taken to the House of Lords. 


Not Covered By Marine Policy 


There is no doubt, however, that the 
majority judgment decides that fraudu- 
lent scuttling is no longer to be consid- 
ered a peril covered by the marine pol- 
icy, and, although heretofore it has been 
the custom to pay the innocent cargo- 
owner in such cases, underwriters will 
now have to reconsider their attitude in 
this repect. To continue to pay these 
claims would have practically the same 
effect as if claims were paid by the ma- 
rine underwriters in cases where the in- 
terest insured was lost by a war peril. 
The “Gregorios’”” judgment has the same 
effect in cases of fraudulent scuttling as 
the insertion of the “free of capture” 
clause in the case of war risks. Here 
we surely have an analogy on which un- 
derwriters can act. If the war risk 
can be deleted and reinserted by the use 
of clauses, the risk under discussion can 
also be included, and, if necessary, re- 
excluded, while the system of charging 
additional rates for the added risk could 
also be applied. 

As for the situation of the innocent 
mortgagee, that is another matter. He 
is directly interested in the vessel on 
which he lends money. He can form 
his own estimate of the moral hazard 
involved in the transaction, and that 
should be taken into account when the 
business comes under consideration. It 
is not an unfair question to ask whether 
in every case where money has been 
lent on the security of a steamer, the 
existence of a policy of insurance cov- 
ering the loss of the vessel in all pos- 
sible circumstances did not have its ef- 
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fect in bringing the transaction to a 
successful conclusion. 

It is not at all a bad thing that the 
mortgagee should bear the risk of the 
vessel in which he is interested being 
fraudulently cast away. ‘This will have 
the effect of making those who lend 
money to shipowners more careful, and, 
in consequence, the undesirable and ir- 
responsible person will find it the more 
difficult to tinance any wild-cat adven- 
ture, and the insurance market will be 
the better off because of this. 

Neverthelss, it is conceivable that in 
certain circumstances it may be desir- 
able that the mortgagees should be pro- 
tected against the risk of fraudulent 
scuttling, and in such cases it would be 
possible to cover the risk by insurance, 
hut not by marine insurance. It is very 
apparent that the marine insurance mar- 
ket has the question of both innocent 
cargo-owner and innocent mortgagee 
under close consideration, and that be- 
fore very l!ong action will be taken 
which will effectually solve the problem 
with which underwriters are now con- 
fronted. Doubtless, the considerations 
stated above will have their influence on 
whatever decision is come to, but in the 
meantime a period of uncertainty must 
exist. 

It is improbable that during that 
period any conitngency will arise in 
which the problem before underwriters 
will be involved; but, should this occur, 
there is little doubt that the situation 
would be met in an equitable manner. 
In conclusion, the writer would recom 
mend all students of marine insurance 
to read the separate judgments which 
have been delivered in the “Gregorios” 
case, and to follow its development from 
the King’s Bench Division to the final 
decision in the House of Lords, for un- 
doubtedly this case is one of the very 
first importance, and will in all prob- 
ability be one upon which questions in 
examinations will be made in the near 
future. Apart from this, the case is of 
absorbing interest, and is one with 
which all marine insurance men should 
be fully acquainted. 


Hass & Barton, Inc., has been incor- 
porated in New York City with a capi- 
tal of $10,000. The directors are: B. 
F. Haas, Plainfield, N. J.; C. F. Barton 
and V. N. Barton, Woodmere, N. Y. 
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AUTOMOBILE INSURANCE 


United States Merchants & Shippers Insurance Co., New York 
Admitted Assets, $4,447,786.62 


Tokio Marine and Fire Insurance Co., Ltd., Tokio 
Admitted Assets, $6,054,621.08 


Indemnity Mutual Marine Assurance Co., Ltd., London 
Admitted Assets, $1,325,877.59 
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MacCABE IS PROMOTED 


Former Head of Automobile Marine 
Loss Dept. Here in Charge of 
New Foreign Department 
Fred MacCabe, who several years ago 
came to this country from Liverpool, 
Kngland, to join the loss department 
here of the Standard Marine, is now to 
head the new foreign marine insurance 
department of the Automobile Insurance 
Company, which will have its headquar- 
ters in Hartford. Mr. MacCabe has 
had excellent marine experience on both 
sides of the Atlantic and is well- 
equipped to supervise the growing for- 

cign business of the automobile. 

Until recently Mr. MacCabe was in 
charge of the loss department of the 
Automobile in New York. He will be 
assisted in Hartford by A. H. Fitzgerald, 
formerly in marine insurance in Lon- 
don where he represented a broker at 
Lloyd's. Mr. MacCabe joined the Auto- 
mobile in 1919, and was transferred to 
Hartford last January. For fifteen 
years before coming with them he was 
with the Standard Marine, first in Liv- 
erpool and later in this city. 





OPEN MARINE DEPARTMENT 

Herman Livingston, Jr., has been ap- 
pointed manager of the marine depart- 
ment of Brown, Crosby & Co., Inc. He 
has for several years held a like posi- 
tion with Francis C. Carr & Co., and 
prior to that with Hamilton & -Co., of 
Boston. The opening up of a marine 
cepartment by Brown, Crosby & Co. 
follows the consolidation of Willcox, 
Feck & Hughes with Johnson & Hig- 
gins, as the former handled all the ma- 
rine insurance while Willcox, Peck, 
srown & Crosby specialized in fire in- 
surance. Brown, Crosby & Co., Inc., 
purchased the Willcox interests in the 
fire branch of the brokerage company, 
making it an independent organization 
and requiring the formation of another 
marine department to carry on that im- 
portant line of insurance. 








FOREIGN TRADE CONVENTION 


The National Foreign Trade Conven- 
tion will be held at Boston, June 4, 5 
and 6, next. Indications are that this 
will be one of the most successful con- 
tions yet held. This is the first time 
the convention has been held in New 
England, the birthplace of American 
industry. The central theme of the 
convention will be “Our Need for Wider 
Markets.” 

This is also the first time that a 
session specially devoted to the inter- 
ests of importers has been included in 
the program. It will be held in coop- 
eration with the National Council of 
American Importers and Traders. 


FIREMAN’S FUND REGISTER 


The Fireman’s Fund has issued the 
1924 edition of its interesting and valu- 
able “Register” giving descriptions of 
vessels documented on the Pacific Coast 
and Hawaiian Islands. It also contains 
a wealth of diverse nautical information 
of importance to marine underwriters 
and steamship men alike. Copies of the 
“Register,” which embraces over two 
hundred pages, may be obtained free at 
any marine agency or at the home office 
in San Francisco of the Fireman‘s Fund. 
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CASUALTY AND SURETY NEWS 











Say Vanderlip Can’t 
Get Million Accident 


NOR CAN ANY OTHER PERSON 





His Representative Makes Application; 
Has $1,130,000 Life Insurance; Fol- 
lowed by Detectives 

News reports from New England to 
the effect that Frank A. Vanderlip, the 
New York financier, through one of his 
representatives in the new Citizens’ 
Federal Research Bureau, applied for 
$1,000,000 of accident insurance, has 
caused considerable comment among 
casualty insurance people. This was 
followed by a story that he had suc- 
ceeded in getting part of the line. 

That Mr. Vanderlip or anybody else 
can get $1,000,000 of accident insurance 
is not possible. In the first place, the 
maximum line in some of the big com- 
panies is $75,000 on the very best risks 
and quite'a lot of that is reinsured. 
When a risk gets into the hundreds of 
thousands of dollars, it would not take 
long to exhaust the list of the available 
companies. As a matter of fact, getting 
$500,000 of accident insurance would be 
a considerable feat, for a man_ thirty 
years old, who is a _ multi-millionaire, 
former football player, a popular man 
personally and inconspicuous in the 
news of the day. Mr. Vanderlip, on 
the other hand, is well along in years 
and for a man who wanted a big line 
of accident insurance went about it in 
a manner which is just opposite to that 
which would win the good graces of 
the insurance companies. He gave out 
interviews saying that he was shadowed 
by detectives and harassed by cranks. 

A reporter for THe EASTERN UNDER- 
writer, in following up the Vanderlip 
story this week, learned that there are 
some companies in the United States 
which will not insure a man who is apt 
to be a target for cranks such as J. P. 
Morgan or John D. Rockefeller, Jr. In 
fact, when Mr. Vanderlip took out a 
large line of life insurance several years 
ago, there were companies which re- 
fused to go on the line because he was 
the president of the biggest bank in 
America. 


Carries Big Life Insurance Line 


Mr. Vanderlip is carrying at the pres- 
ent time $1,130,000 life insurance. A 
considerable part of it was placed by 
Lawrence Priddy, of the New York Life, 
120 Broadway. 

Since Mr. Vanderlip made his speech 
at Briarcliff, N. Y., commenting upon 
the sale of President Harding’s paper, 
the Marion Star, he has organized the 
Citizens’ Federal Research Bureau, 
which he founded for the purpose of 
stamping out graft of all kinds which, 
he declares, has been and is existing 
in Washington. He has opened offices 
for the bureau in the Smith Building, 
Kifteenth Street, N. W., Washington, 
and has leased a home in that city. 
Two of his assistants in the bureau are 
from Massachusetts and one of them is 
reported to have been negotiating for 
the Jarge accident policy. 


SURETY COMMISSIONS 





Solution Unsatisfactory in This City; 
Committee Appointed to Adjust 
Matter 


A committee of New York City surety 
managers has been formed which will 
attempt to arrange set commissions for 
brokers, city agents and office solicitors. 
An unfavorable situation in respects to 
commissions paid on surety business has 
existed for some time and agitation has 
been started for a solution of the prob- 
lem by the City Agents’ Association. 


Richardson on Low 
Compensation Rates 


SITUATION IS DISTURBING 





Precede Pre- 
miums Instead of Premiums Pre- 
ceding Losses 


In Many Cases Losses 





Joining the current comments of 
casualty executives relative to the un- 
profitableness of compensation insur- 
ance, Frederick Richardson, U. S. man- 
ager of the General Accident, said in 
the current issue of “The General’s Re- 
view,” that there is little prospect for 
any marked improvement in claim ex- 
penses during the next twelve months. 

“It is difficult to believe that sane busi- 
ness men would put up with a condition 
of this kind for so long when an obvious 
remedy could be applied,” he continued. 
“However, it takes time to find out 
whether a particular experience is con- 
clusive or not, and especially so with 
regard to compensation insurance where 
the feature of payroll premiums imports 
a hidden factor. It is very unfortunate 
that due to the keen competition be- 
tween companies there has been a grow- 
ing ‘tendency to issue policies on deposit 
premiums instead of issuing them upon 
a reasonable estimate of the wages 
likely to be paid during the ensuing 
period of insurance. The result is that 
in many cases the losses precede the 
premiums instead of the premiums the 
losses. 

“This means that we have actually 
to throw in a guarantee of the policy- 
holder's solvency, which is something 
that no surety company would do with- 
cut collateral or an armor-plated coun- 
ter-guarantee. They would then charge 
2% and would say they were doing their 
client a favor, whereas we accept all of 
these risks without investigation, with- 
cut collateral, and incidentally provide 
indemnities that may cost us the amount 
of the premium many times over. The 
rates are made on the theory that the 
premiums will be 100% paid, and in spite 
of this they are 15% too low. There- 
fore, whenever our agents fail to col- 
lect payroll premiums they have to be 
written off, and there is added just one 
more losing factor to an experience that 
is already unfavorable. 

“We do not propose to underwrite any 
longer the solvency of our assured. If 
the companies will combine to make an 
interest charge on deferred premiums 
exceeding a reasonable percentage of the 
annual total, | think there is little doubt 
the various state authorities would lend 
the seal of their approval, and we would 
be doing something to reduce this source 
of inconvenience and loss. But much 
can be done by ourselves to overcome 
the evil by refusing to handle business 
that is not fairly proposed in the first 
instance, and in which sufficient guar- 
antees are not forthcoming to ensure a 
prompt settlement of the account when 
the exact premium is known.” 

EAGLE APPOINTMENT 

The Eagle Indemnity has appointed 
red W. Kiefer & Co., Pittsburgh, Pa., 
as general agents at that point. 
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WANTED TO PURCHASE 
The advertiser will purchase or 
place burglary, surety and fidelity 
lines of insurance from retiring 
brokers, agents or others. 


Address B. F. S. 
c/o The Eastern Underwriter 
86 Fulton Street 
New York 




















TO AMEND MANUAL 





Revised Compensation Rates and Classi- 
fications To Be Made Effective 
June 30, By Rating Board 


The Compensation Inspection Rating 
Board, of New York, has undertaken a 
general revision of the manual of classi- 
fications and rates to become effective 
June 30. In a letter to its members the 
Bureau states that it is not possible to 
fix the exact date when the revised man- 
ual will become available for the reason 
that publication must be held in abey- 
ance pending final action on proposed 
legislative amendments and approval of 
the new rates by the Insurance Depart- 
ment, 

“It is reasonable to expect that with 
the proposed adjournment of the Leg- 
islature on April 10 the revised Manual 
will become available on or about May 
15. With this program in view we sug- 
gest that the appropriate departments of 
the companies be directed to defer the 
Issuance, renewal and delivery of all 
workmen's compensation policies effec- 
tive June 30, 1924, and thereafter until 
further notice.” 
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Our Surety Development Depart- 
ment desires the services of 
several capable Surety Men ex- 
perienced in both office and field 
duties. Must be good salesmen 
with best of reference. Reply by 
mail only, giving full details in 
first letter. All correspondence 
strictly confidential. Address 


Surety Production Department 


Globe Indemnity Co. 
Newark, New Jersey 




















TO DISCONTINUE POLICY 





National Bureau of Casualty & Surety 
Underwriters Eliminates From Mar- 
ket Burglary Form No. 2 


At a meeting of the National Bureau 
of Casualty & Surety Underwriters held 
last Kriday it was decided that, effective 
May 1, the issuance of burglary policy 
form No. 2 (with limit of 25% on jew- 
elry, silverware and furs), the Iowa and 
Kanas City forms (with limit of $250 on 
single articles insured and described un- 
der sections [a] and [b] of the policy) 
shall be discontinued. 

It was; also decided that the follow- 
ing named residence forms of policies 
shall be available for use in all terri- 
tories: 

(a) Form 1 
coinsurance, 

(b) Form 1 (divided cover) with co- 
insurance (all territories except the 
State of Iowa). 

(c) Blanket form (100%). 

(d) Form 2 (with a limit of 50% on 
jewelry, silverware and furs). 

This latter decision was construed to 
mean that the forms as specified therein 
may be issued forthwith. 


(divided cover) without 


SENTENCES C. L. DRAKE 
Charles L. Drake, former manager of 
the life and casualty department of the 
Cobb, Miller & Stebbens Insurance 


Agency, Denver, has been convicted in 
that city of charges growing out of the 
collection of $4,000 in premiums. He 
was sentenced to serve from eighteen 
months to two years in the penitentiary 
at Canon City. 
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Forgery Bonds Four Years Old 


By J. A. COCHRANE 


Vice-President, National Surety 


Four years ago the forgery bond de- 
partment of the National Surety Com- 
pany was organized. When it is con- 
sidered that the number of bonds sold 
on a new and unknown coverage runs 
well into the hundreds of thousands 
and that the premium income is in the 
millions, it will be recognized that some- 
thing worthy of special note has been 
accomplished. 

Four vears ago, only President FE. A. 
St. John and one or two of the other 
cfficers of the National Surety had con 
fidence that the forgery bond could be 
sold in paying quantities. But when a 
force of specialty salesmen was put upon 
the task, properly trained and supplied 
with convincing selling literature, the 
result was a large number of bonds sold. 

Probably it was also the natural re 
sult of the developments that the man- 
ufacturers of check writing machines 


and safety papers have attempted to 
stem the receding tide of their busi 
ness, by giving away or selling at a 


much reduced rate, so-called policies and 
bonds of insurance. examination. of 
such policies and bonds — revealed 
“iokers” or “riders” which make them 
of about the value of the price paid for 
them. 

Today the standard forgery bond 
stands as the accepted method of pro 
tecting checks. It is the only absolute 
method, paying back the after it 
occurs, without technicality or dispute. 
The forgery bond is in reality an anti- 
litigation bond, since it prevents the pos- 
sibility of litigation or even an argument 


loss 


with the bank, because the bank is pro- 
tected along with the depositor. 


Public Policy 


Recently, one of the manufacturing 
companies that has been hardest hit by 
the selling campaign for forgery bonds, 
has attempted to put the question 
whether it was to the public policy to 
bond against forgery and thus do away 
with mechanical devices, designed for 
the purpose of “protecting” checks. Ex- 
perts in crime have expressed the opin- 
ion that the mechanical device may be- 
come a danger, rather than a help, be- 
cause of the confidence imposed upon it 
by the depositor and the bank, which 
confidence the professional crook can 
casily show to have been misplaced. 

rom the standpoint of society at 
large, it stands beyond question that the 
best protection of all is this line printed 
or stamped upon a check: “This check is 
honded by the National Surety Com- 
pany against forgery or alteration.” 

Both the professional, crook and the 
inside employe will hesitate a long time 
before they run the chances of having 
the organization of a great surety com- 
pany upon their trail. Therefore, the 
moral effect of such a stamp as this is 
a powerlul deterrent against crime, un- 
doubtedly more powerful in its effect 
than any mechanical device. 


’ 


The Offer of “Free Bonds” 


_ Possibly one of the best proofs of the 
unportance of the forgery bond proposi- 
tion today is the fact that the manufac- 
turers of check writers and special pa- 
pers are making such an effort to re- 


coup themselves by offering “free 
bonds” and “rebates upon standard form 
forgery bonds” to purchasers of their 
service. 

In the future forgery insurance will 
take its place alongside of fire, burglary 
and fidelity as one of the most essential 
coverages for any business concern. 

In the future, the business public will 
learn that any salesman of a check writ- 
ing device, safety paper or ink who 
claims infallibility for his device or sys- 
tem is either grossly misinformed or else 
is lying. The most progressive manufac- 
turers nowadays are quite ready to ad- 
mit that all such devices, including their 
own, can be beaten. Therefore, in the 
future, check writing machines will be 
purchased more as a matter of busi- 
ress practice, like typewriters, than in 
any idea that they act as “check pro- 
tectors.” The same thing holds true of 
“safety” papers and acid proof inks, 
which have their place in making it 
more difficult for the amateur crook, 
but which must not be taken too seri- 
ously as a method of “protection.” I 
have said that this will come in the 
future, but I think that even today most 
of the best informed businessmen are 
aware of these facts. 


Specialty Men Here to Stay 

And finally, I believe that the specialty 
salesman has come into the surety busi- 
ness to stay and that specialty men will 
be used to a greater and greater ex- 
tent as time goes on, in both new and 
old departments, to originate new busi- 
ness, and to co-operate with brokers 
and local agents upon a basis which will 
leave some compensation both for the 
specialty man and for the broker. The 
insurance field has become so diversified 
today and the possibilities of sales, as 
demonstrated by the forgery bond mat- 
ter, are so greatly in excess of what 
any broker or agent with a general line 
is able to attain himself, that the prac- 
tice of calling in specialty men who are 
specially trained on specific coverages, 


is bound to increase in importance as 
times goes on. 

As indicated by our own claim rec- 
ords and the records of the Protective 
Department of the American Bankers’ 
Association, there doesn’t seem to be any 
decrease in the number or amount of 
forgeries. Our own claims are increas- 
ing rapidly and the number of claim. 
payments, already made shows the 
value of this form of protection, 


ZURICH APPOINTMENTS 





K. N. Downs to Supervise Eastern Claim 
Offices; F. S. Alcox Promoted; R. B. 


Timmes Joins Staff 


The Zurich General Accident & Lia- 
bility has made several promotions and 
changes in its claim department. These 
changes include K. N. Downs, who suc- 
ceeds E. M. Jewell, as suburban claim 
supervisor. Mr. Downs will have super- 
vision of all claims handled by the com- 
pany’s several claim offices in the East- 
ern states. 

Foster S. Alcox, who has been in 
charge of the Rochester, N. Y. claim of- 
fice, has been transferred to the Wilkes- 
Barre claim office. He replaces Martin 
J. Bernholz, who has been in charge of 
the Wilkes-Barre office for the past 


year. Mr. Bernholz comes to the New 
York office. Reid B. Timmes, who has 
been with the Albany claim office of 


the Employers Liability for the past two 
vears, succeeds Lyman M. Beckes as 
chief claiin adjuster of the company’s 
\lbany claim office. Mr. Everett, who 
has been assistant claim adjuster of the 
Suffalo, N. Y., claim office, is to have 
charge of the Rochester, N. Y., claim 
office. 


BECOMES LOCAL AGENT 
Edwin A. Blatz, Mt. Vernon, N. Y., 


has been appointed local agent by the 
Zurich General Accident & Liability. 
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Accident, Automobile 


Collision. 


Burglary. 
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Breakage. 
Fly-wheel Breakage. 


General Liability, Golf 
Group Accident and Sickness. 


Health, Hold-Up. 
Landlords’ Liability, Larceny. 
Liability, 







Manufacturers’ 
Liability. 





Liability. 
Plate Glass, Public Liability. 
Salary, Steam Boiler. 







Teams 


Workmen’s Compensation. 


Workmen’s Collective. 











The LONDON urites: 


Liability, Auto- 
mobile Property Damage, Automobile 


Contractors’ Contingent Liability, Con- 


Electrical Machinery Breakage. Eleva- 
Property 
Damage, Employers’ Liability, Engine 


and Game, 


Marine 


Owners’ Liability, Owners’ Construction 


Property 











THE SUPER-SERVICE COMPANY 

















Liability, Teams 
Damage, Theatre, Theft. 
Use and Occupancy. 


Tell your friend about “LONDON” 
Super-Service policies while he is 
in his office or home. He can’t buy 
one while he is in the hospital. 


No Double Headers—We Do Not 
Compete With Our Own Agents. 


LONDON GUARANTEE & ACCIDENT 


COMPANY, LTD. 


HEAD OFFICE: 
55 Fifth Ave., New York 

















C. M. BERGER 
United States Manager 
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Combination Policy 
On Three-Year Basis 


N. J. 





RATE BUREAU RULING 





Covers Domestic and Agriculture Serv- 
ice; Effects Economy in Handling 
This Low Premium Business 





The Compensation Rating & In 
spection Bureau of New Jersey has ruled 
that the companies may issue a com 
bination workmen’s compensation or 
employers’ liability. insurance policy 
covering employments in domestic and 
agriculture service for a_ three-year 
period. This action was taken to effec! 
economy in the handling of this com 
paratively low-premium business at the 
request of the companies. 

In a circular to its members the bureau 
gives the following instructions: 

“Amend the rules for residence and 
farm insurance by inserting after the 
last paragraph on page 19 of the 1920 
manual the following: ‘Policies written 
upon the per capita basis may be issued 
for a term of three years without dis 
count in rates, but subject to special 
minimum premium as noted under the 
rule, Minimum Premiums, Residence and 
Farm, as shown on page 23. All pre 
miums on three-year policies shall be 
payable in advance.’ 

“Add to the minimum premium rules 
on page 23 the following: 

“*The minimum premium for a com 
pensation policy upon a farm when 
written for a period of three years upon 
the per capita basis shall be $40’ 

“*The minimum premium for a com 
pensation policy upon a private residence 
when written for a period of three 
years shall be $15,’ 

“In the event of the cancellation of 
any policy of insurance where the min 
imum premium is the controlling pre 
wmium, if cancelled by the company, such 
cancellation shall be upon the basis of 
a pro rata amount of the minimum pre 
mium for the time the policy was in 
force. If cancelled by the assured, the 
minimum premium shall be adjusted in 
accordance with the standard three-year 
short rate table, but in no event shall 
the amount retained by the company be 
less than $16 in the case of a farm or $6 
for a private residence. The change in 
procedure applies only to policies written 
on the per capita rate basis.’” 

ACCIDENTS AT PLANTS 

Statistical data compiled by the De- 
partment of the Interior, through the 
Bureau of Mines, indicate that the 
larger metallurgical works in the United 


States enjoy an advantage over the 
smaller plants in overcoming the acci- 
dent ‘hazards to which workers in 


metallurgical industries are exposed. 
The Bureau of Mines points out that 
the number of men employed indicates 
a plant’s resources and equipment for 
safety work, figures based on the op- 
erators’ reports for 1922 showing that 
mills and smelters employing two hun- 
dred or more men each suffered fewer 
accidents for any given number of em- 
ployees than did smaller plants, those 
employing than two hundred men 
each. Accidents were most frequent 
where only one to twenty-five men were 
employed. Mills employing three hun- 
dred or more men each had an accident 


less 


rate lower than that for any other 
group: next in order were mills employ- 
ing fifty to ninety-nine men: the third 


lowest rate was for mills employing two 
hundred to two hundred and ninety-nine 
men each. For smelters the lowest ac- 
cident-frequency rate was at plants em- 
ploying two hundred to two hundred and 
ninety-nine men, and the second lowest 
rate at plants employing three hundred 
or more men, 


OFFERS SPACE 
Through the courtesy of the National 
Surety Company, space has been assured 
in its home office, New York City, for 
the assembling and display of the ad- 
vertising exhibits of the members of the 
Insurance ‘Advertising Conference who 
compete tor the Phoenix Mutual Life 

Insurance Company Trophy. 


‘stances 


Sells High Limits In 
Automobile Cover 


T. K. SWAFFORD’S SALES TALK 





Los Angeles Agent of Travelers Pre- 
sents Convincing Arguments For 
Complete Protection 


Agent T. K. Swafford of the Los 
Angeles Branch Office of the Travelers, 
has been remarkably successful in sell- 
insurance with 


ing automobile high 
limits. And when he says high limits he 
goes the limit. He writes them fer 


$100,000/$300,000 P. L., and $100,000 P. D. 
He sells the policy and delivers it to 
the assured on the $10,000/$20,000 basis 
with $2,000 property damage. At the 
time that he makes the request for the 
issuance of the policy at the counter, he 
asks the counterman for an endorse- 
nent increasing the limits. When he de- 
livers this policy to the assured, he 
says, according to the company’s pub- 
lication, “Protection”: “Mr. Jones, here 
is the policy which you ordered and 
which I am delivering according to your 
request. The full premium of this is 
[he here gives the exact figure and 
also outlines the coverage of the policy.] 
Jefore you make a final decision on 
the acceptance of this policy I take 
great pleasure in presenting to you for 
your approval our catastrophe endorse- 
ment which increases your limits from 
$10,000/$20,000 to $100,000/$300.000 un- 
der public liability and from $2,000 to 
$100,000 on property damage. This ad- 
ditional coverage will cost you only 
about 35% more than the policy which 
you now have in your hands for the low 
limits which you ordered. I believe you 
will want this as the difference in cost 
is so small that it is hardly worth con- 
sidering.” 

Mr. Swafford then figures out for 
him the cost of the two policies on a 
daily basis, and shows him how little 
more a day it costs him to carry the 
catastrophe policy and be fully pro- 
tected against all contingencies. 

Recently Mr. Swafford solicited a 
large concern that maintains a fleet of 
somewhere between 60 and 90 auto- 
mobiles. The president of this concern 
grew very enthusiastic over high-limit 
coverage and stated that there was little 
doubt that in a very short time he 
would cover his entire fleet. “Tt is easy 
enough for our company.” said the presi- 
dent. “to take care of the small loss 
without anv embarrassment. but if a 
suit were brought against the concern 
for $100.00 it would be an entirely dif- 
ferent matter 

“Such a loss would be more than we 
would like to stand, and it would be 
very gratifving to know that The Trav- 
elers was backing us for practically un- 
limited amounts under such circum- 
Taking into consideration the 
small difference in cost the high-limit 
policv would seem to be worth the 
price. 


KING SOLOMON’S INSURANCE 
EXPERIENCE 


Tn commenting upon the origin of 
suretvship in an article in the Service 
Rulletin of the Fidelity & Casualty for 
March, John D. Alcock, underwriter 
and assistant claim examiner, stated: 
“Suretyship had its origin in the dim and 
dustv ages of the past. The demand 
for it originated centuries before the 
modern s'yscraper had been visualized 
or the idea of building permanent 
highways for the accommodation of 
traffic had been conceived. King Solo- 
mon, that wise and learned ruler of 
Biblical times, who was also a builder 
of distinction, said: ‘He that is surety 
for a stranger shall smart for it; and 
he that hatheth suretyship is sure.’ Evi- 
dently he experienced some difficulties 
in getting the temple completed accord- 
ing to the plans and specifications and 
within the time limit. prescribed, and 
doubtless learned that personal surety 
is very unreliable.” 
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CASUALTY INSURANCE 


tomaey and SURF'TY BONDS Acciog 
aceeot ee Total Assets........ About Twenty-nine Million Dollars eae} 

FIDUCIARY Total Reserves............ Over Twenty Million Dollars PIAL TIO 

CONTRACT Liasiviry 


Surplus to Pollcyholders....About Nine Million Dollars 
Losses Paid to Dec. 31st, 1923, { 
Over One Hundred and Two Million Dollars 


FEDERAL OFFICIAL Agencies in All Important Towns: ELEVATOR | | 
PLATE Guas: | 
Custom HOUSE BRANCH OFFICES Binncany 
REVENUE ALBANY BUFFALO HARTFORD MONTREAL RICHMOND —— | 
ATLANTA CLEVELAND INDIANAPOLIS NEWARK SAN FRANCISCO RoBBERY 
LICENSE BALTIMORE CONCORD LOUISVILLE — PHILADELPHIA ST. LOUIS Fuv-WHeet 
FRANCHISE BROOKLYN DETROIT MILWAUKEE PITTSBURGH WASHINGTON Bares 
FI 5 4 ciTY 
EXcise METROPOLITAN OFFICES; 130 William Street, NEW YORK CIT See 
INDEMNITY GENERAL AND STATE AGENCIES IN OTHER IMPORTANT CITIES brcareiaies 


Jent, im charge of AGENCY DEPARTMENT 
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(State of New 


(Automobile Branch 


GREENE & GOETSCHIUS, Inc. 
MANAGERS 


Fireman’s Fund Insurance Co. 
(Automobile Branch--Metropolitan District) 


Northwestern Casualty & Surety Co. 
York—Northern New Jersey) 
Home Fire & Marine Insurance Co. 
Metropolitan District) 


83 MAIDEN LANE, NEW YORK 


IVe invite inquiries from agents controlling desirable business 

















\ C. A. CRAIG, President W. R. WILLS, Vice-Pres. C.R. CLEMENTS, Sec. & Treas. 


The National Life and Accident Insurance Company 


NASHVILLE, TENNESSEE 


Imdustrial, Life, Health and Accident Insurance 
in ONE Policy 











ISSUES NEW POLICIES 
The American Liability is now issuing 
new policies covering automobile haz- 
ards for the motor car owner, pedestrian 
and driver. The rate of these policies 


is $5 annually and under the terms 
$1,000 is paid for loss of life. They 
carry dismemberment provisions and 


furnish $100 or $60 per month for dis- 
ablement with additional indemnities 
for partial disablement, hospital and 
emergency expenses. ‘fhe new policies 
are issued to men and women between 
the ages of sixteen to sixty-five. 


TAX ASSESSOR AN AGENT 
The Zurich General has appointed 
Michael J. Creedon as agent at Little 
Falls, N. Y. Mr. Creedon is tax assessor 
for the City of Little Falls and has been 
representing the Massachusetts Bonding 
& Insurance Company. 





Toe amployers’ Liability 
Assurance Corporation, Ltd. 


The original and leading Liability 
(nsurance Company in the World 
LLABILITY, STEAM BOILER. 
ACCIDENT, HEALTH, FIDELITY 
AND BURGLARY INSURANCE 
United States Branch 
SAMUEL APPLETON, United States Mgr. 
Employers’ Liability Building 


33 BROAD STREET, BOSTON, MASS 
AGENTS WANTED 














The Massachusetts Bonding & Insur- 
ance has appointed Franklin H. Hazel- 
ton, of Portland, Me., as field super- 
visor of the casualty lines in Maine. 
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Interview Card vs. 


Application Blank 


By L. C. WILSEY 


Supervisor of Research, Globe Indemnity 


The average employment office is, in 
its way, as much a slave to paper work 
as the army; and in the case of the 
filling out of application blanks, that in- 
convenience is put upon the prospect— 
usually before he is even interviewed, 
and almost always before it is certain 
that he will be employed. 


INTERVIEWER’S BLANK AND APPLICANT'S RATING CARD 


index card which is made out before 
this is filed. The reverse side is used 
for two purposes: the upper half to 


record the applicant’s former places of 


employment chronologically — and to 
list two or three additional references 
other than employers ; the lower half is 


reserved for the impressions of depart- 


EXCEPTIONALLY 0000 
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While it may be argued that the in- ment heads who may interview the ap- 


terviewer can go over a blank rapidly 
and save much time for himself, it should 
be remembered that whatever time he 
saves has to be spent by the prospect or 
applicant, frequently to the latter’s dis- 
gust and dismay. That many applica- 
tion blanks are so long and tedious as 
to dull the enthusiasm of the one who 
fills them out, can not be denied; vet 
the chief feature should be that of time 
saving for both applicant and_ inter- 
viewer. 

As a matter of record, there is no ob- 
iection to asking an employe to fill it 
cut on company time, 7. ¢. after he is 
on the pavroll: but for the purpose of 
determining the desirability of an appli 
cant, it is the writer’s opinion that an 
interview card, similar to that shown 
here is much more helpful. Tn addition, 
it keeps the applicant sweet. saves his 
time, and—hbecause the interviewer 
makes it out—has a personal touch that 
is whollv lost if the prospect is asked to 
fill out an application form. 


Keeping Prospect’s Good Will 


Furthermore, it is much easier to keep 
the good will of the prospect who is 
found to lack the desired qualifications 
even though the interview is terminated 
anickly, than it is if you brieflv inform 
him that there are no vacancies after 
vou have scanned for a minute, an ap 
Plication blank on which he has spent 
perhaps fifteen or twenty minutes: and 
there are blanks which require more 
than half an hour. 

The interviewer’s blank shown here is 
by no means entirely original, but is a 
combination of ideas gathered from the 
experience of a former member of our 
staff nlus his investigations into the 
methods of several organizations, includ- 
ing the Metropoliti an Life Insurance Co., 
a pioneer in personnel work. 

The various headings are self ex- 
Mlanatory, the key to the ratings under 
“Summary” being found at the top of 
the card. Classification and general im- 
Pression are apparent at a glance: while 
the proner check marks in the spaces 
on the left tell the records clerk where 
to file this card, and how to mark the 


plicant, for—while this office does the 
fine as well as the rough sifting—the 
department head is the one who finally 
determines whether or not an applicant 
shall be employed. 


Saves Time 


Here it is, particularly, that the inter- 
view and rating card is helpful; for it 
can be gone over much more quickly 
than the application blank: it is more 
than the answers to questions—it is the 
answers interpreted by an experienced 
interviewer, who has put the applicant 
at ease and drawn him or her out so 
that side lights might be recorded and 
an estimate made. The department head 
can now go into such details as the ap 
plicant’s special technical knowledge and 
from a short interview, plus the in- 
formation contained on the card, make 
his decision and record his impressions 
in the space reserved for that purpose. 

These cards are seven by ten inches, 
easily filed according to clasification, and 
as easily located: either by reference to 
the index card, if we are seeking a par- 
ticular person, or by the classification if 
we are seeking the best from a certain 
group. 

Our file is unusually small. for— 
although we interview, fully or briefly 
as the need may require. a great many 
persons and thereby build a reputation 
for courtesv and a kindly interest—our 
general policv is not to have the pros- 
pect fill out a blank or file papers of a 
supportine nature. F-ventually we shall 
have applications and letters of recom- 
mendation only on persons actually em- 
ploved at one time or another. 

This policy is the result of experience, 
and was decided on some time after 
the interview form was devised, so that 
the captions regarding the application 
blank (21) are no longer applicable to 
the majority of cases. 


space 


ENTER SANTO DOMINGO 


The Aetna Casualty and the Automo- 
hile have entered the Dominican Re- 
public and have appointed T. Colon 
Morales as general agent at Santo Do- 
mingo. 
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1) EMPLOYES re MSLRANCE 
‘CONFIDENTIAL SERVICE 


Conducted For Insurance People 
By Insurance People 


POSITION SECURING BUREAU 


AN AGENCY OF DISTINCTION 


CENTRAL INSURANCE EMPLOYMENT BUREAU : 


K.M.WEHINGER, ian ersten ndonawee ceimateanten, 















CONCESSIONS TO LABOR 
To Reduce Waiting _— To Seven 


Days and Increase Compensation 
for Dismemberment 


\t a conference of Republican As 
semblyman called last week by Speaker 
Machold, some were made 
to the demands of organized labor. The 
centference agreed to pass a bill, amend 
ing the workmen's compensation law, 
which would reduce from fourteen to 
seven the number of days of the waiting 
which an injured worker may 
obtain compensation under the state law. 
The conference agreed to 
two other measures designed to increase 
the compensation for the eyes, 
hands, fingers and other members of the 


concessions 


before 
also 


pass 


loss of 


hody, and to increase the time known 
as the healing period from 40 to 288 
weeks. 

While this will mean a certain read 


justment of rates, it is understood that 
the leading insurance companies writing 
workmen’s compensation have had in 
mind the possibility of the enactment of 
such legislation and will be able to meet 
the adjusted conditions with but little 
inconvenience to their working organiza 
tions or their policyholders. 


APPOINT SUB-AGENTS 
Wehl & Scala, agents at Utica, N. Y., 


for the Zurich, have appointed Williams 
& Williams, Utica, N Y., as sub-agents. 
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Accident, 


New Orleans 


Health, 
Liability, Plate Glass and 
Workmen’s Compensation Insurance 
Executive Offices Great Eastern Dept. 
830-836 Union St., 


Burglary, Automebile, 
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New York 
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Miller a Quaint Character 

The passing of Burt A. Miller as in- 
surance commissioner of the District of 
Columbia removed from the commission- 
ers’ convention one of the most  pic- 
turesque figures. With an unlighted 
cigar in one corner of his mouth and 
an active mind which brought him con- 
stantly to his feet to make little talks, 
the commissioner was a conspicuous 
figure He had some good ideas on 
some subjects and his experience in 
politics made him a pretty good mixer 
ind won him numerous friends. 

His salary as commissioner was $3,500 
a year and none of the people in the 
business who know him or his fellow 
commissioners believe that he got rich 
as a commissioner. The general opinion 
is that Congressman Blanton was un- 
necessarily nasty in his personal attack 
on Mr. Miller, reviewed elsewhere in 
this paper. 

Mr. Miller is not what can be called 
a lucky man. His success as a broker 
was not overwhelming and he had tough 
luck with at least one of his companies. 
That was the Bankers’ Surety of Cleve- 
land, which sold out, and of which he 
was vice-president. Then he became a 
broker in Cleveland. He went with the 
War Risk Bureau for $3,000 a year and 
in June, 1922, he became insurance com- 
miussione * * 4 


Advertising a Telephone Number 


Showing how the insurance institu- 
tions are rising to modern advertising, 


| 


one of the companies this week took 
a considerable amount of space in a 
daily paper to announce its new tele- 
phone number. Ten years ago such an 
ad would not have been printed in a 
daily paper but should have been as 
there is nothing more important to a 
metropolitan department of an insurance 
company than to have brokers know 
how to get it in a hurry on the phone. 
* ok 


Broadcasting by World Mutual Casualty 
Company 

Every two weeks the familiar strains 
of the World Mutual Casualty Com- 
pany’s Instrumental Trio are heard over 
the radio broadcasting station, WEAF. 
The music is supplemented by a talk by 
Major A. A. Stewart, a veteran motorist 
and member of the board of directors of 
the World Mutual, on the progress and 
purposes of the Argus Association, an as- 
sociation sponsored by the company for 
the furtherance of careful and cour- 
teous driving by motorists. 

Mr. Stewart said a few days ago 
over the radio that since November 27, 
when the Argus Association was started, 
over eleven thousand motor car owners 
from twenty-one states have signed the 
association’s pledge to obey a definite 
set of safety rules. 

* ok 


“Around the Globe” 
The Globe Indemnity has issued “Vol. 


1, No. 1” of its new publication, “Around 
the Globe.” It is a four pager, edited by 


A. Neugebauer, superintendent of ad- 
vertising and development. The title of 
the articles in the first number are 
these: Greater Service To Our Broker- 
age Connections, General Liability In- 
surance Rates, Automobiles and Their 
Owners, Why Don’t You Sell Fidelity 
Bonds?, Home of the Broker, New Daily 
Indemnity Disability Contract Offers 


‘Good Line of Attack, Changes in Glass, 


Insure Your Business, Two New Acci- 
dent Policies, Stock v. Mutual. 

That seems about as much as could be 
crowded into a paper of that size. Oh, 
yes, there is an editorial in it by T. J. 
Grahame, resident vice-president, telling 
why the new paper was born. One para- 
graph reads: “There are many instances 
where brokers can use to advantage 
company men thoroughly equipped to 
explain the intricacies of a_ particular 
cover.” As F. P. A. would say, “True 
talk.” 


COMMERCIAL APPOINTMENTS 





George H. Schneider and Frederick E. 
Fields to Supervise Fidelity and 
Surety Department 
The Commercial Casualty has ap- 
pointed George H. Schneider as man- 
ager and Frederick E. Fields as assistant 
manager of the fidelity and surety de- 

partment at the New York office. 

Mr. Schneider has had a long expe- 
rience in the surety business, having 
been with the National Surety, the 
Globe Indemnity, the United States 
Fidelity & Guaranty and the Indemnity 
of North America, for which company 
he was instrumental in the organization 
of a surety department in that com- 
pany’s New York office. 

Mr. Fields was in the home office of 
the National Surety for eight years and 
has been for some time manager for 
that company in its Brooklyn office. 
Prior to this he was engaged in agency 
work. 


CONTINENTAL APPOINTMENT 

The Continental Casualty has ap- 
pointed William Karl, Jr., of Passaic, 
N. J., as general agent at that point for 
all the company’s lines. 


TO MAKE RULES ENFORCEABLE 


Surety Association of America Will 
Have Important Meeting on April 
Ninth 


A draft of the plan for the reorganiza- 
tion of the Surety Association of 
America has been submitted to the 
surety companies that are members of 
this organization and will be voted on 
April 9. Under the plan it is proposed 
to adopt a new constitution and by- 
laws that will place the functions of 
this surety body on a more efficient 
basis. 

It is understood that the plan pro- 
poses more definite rules for procedure 
that will permit more uniform action 
by all the members of the association 
than has heretofore been obtainable. It 
was found that the companies could 
not get a desired uniformity of action 
on certain matters. 


THAT STATE FUND BILL 

The exclusive state fund bill is said to 
have little chance of passage this year. 
The labor people recognize that if they 
ever wish to get anywhere in the matter 
of an exclusive state fund they must 
make some provision to take care of the 
investments of the workmen’s compensa- 
tion insurance companies which com- 
panies were invited to enter the state 
and that a state fund could not, in New 
York state at least, go into operation 
all in one year. 


WITH HAMILTON AGENCY 
Charles E. McCarthy, who has been 
appointed solicitor for the Hamilton 
Agency, Inc., of Brooklyn, N. Y., was 
for some time connected with the Fidel- 
ity & Deposit as an underwriter and 
for six years was with the United States 
Fidelity & Guaranty in its New York 

cffice as solicitor and special agent. 
The United States Casualty announces 
that the telephone number of its home 
office and local office at 80 Maiden Lane 


is now John 5880. 








| FIDELITY and 














| HOME OFFICE: NEW YORK 


| CASUALTY INSURANCE 
SURETY BONDS 


We seek to deserve our progress and the 
sustained confidence of the public by giv- 
ing our agents practical support—in which 
the first essential is a Claims Service equal 
to the moral obligation of our contracts. 











reaching service. 





unusually effective. 





George W. Yuengling, 
, Eastern Manager, Surety Dept. 








CALIBER- 


Agencies with extensive business require extensive service. 
Of what caliber should their company be? 


1 Large enough that its facilities shall be ade- 
quate for their requirements. 


2 Broad enough in experience to render a far 


3 Small enough that its officers may be thor- | 
oughly in accord with the agency’s program 


and heartily in sympathy with what they are 
working to accomplish. 


The Continental is large enough to serve big business in all 
Casualty and Surety matters—and small enough to accord 
each representative’s problems personal attention. 


| Its official staff is composed largely of men who formerly were | 

personal producers. Therefore, they know the agent’s prob- 
lems as only he himself can know them. And their long ex- 
perience in solving such problems makes Continental service 


Good openings are available in both New England territory 
and the Eastern field for desirable general agency connections. 


Continental Casualty Company 
75 Fulton Street 
New York 








Arthur H. Wright, 
Executive Special Agent | 
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insurance! 





MrsDoe, 
Your husband's life 





How many times have 


Employers wanted to do this? 


ET to do it, when death and accident 

Y take toll of their workers, was too much. A 
way was found, however, by which this 
undeniable justice could be extended to employees 


at a cost well within the means of an employer. 
It is called Group Insurance. 


* * * 


By this means an employer can extend to his em- 
ployees the benefits of a periodically increasing life 
and disability policy of such liberal terms and at 
such low cost that wives, mothers, and children of 
faithful employees can be liberaily provided for on 
the one hand; and on the other hand, the employers’ 
own savings in labor turnover and efficiency will 
readily pay for the insurance. 


* * * 


In no other way can the employer accomplish so 
much in employee goodwill, or give such vital and 


Group policies are easy to sell. 


appreciated protection to dependents, for so small a 
sum. 
* * oK 


In most cases a $150,000 payroll can be insured for 
$1,000 to $1,500 a year—the cost of a single ad- 
ditional employee. This amount is more than made 
up by the elimination of erratic work, discontent, 
excessive labor turnover, etc. 


+ * * 


The number of employees under group insurance is 
now exceeding the two million mark and the number 
of employers using this means of stabilizing their 
labor problems is constantly increasing. 


* “ok * 


48 per cent. more employers have selected The 
Travelers for Group Insurance than have chosen 
any other company. 


Why not try it? 


— THIE TIRAVEILIERS 


INSURANCE COMPANY, HARTFORD,CONNECTICUT 
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E. W. WEST, President 
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The Fable of the B.B.M. who “Carried His Own” 


and the S.B.M. who Didn’t 


HERE was once a certain Big Business 
Man who held his own judgment in 
high esteem. 

‘Nay, nay,’’ said he upon an occasion, ‘“‘you 
cannot sell Fire Insurance to ME. I never 
have had a fire and I can carry my own in- 
surance without expense. Times are good 
and Iam making much money. Consequently 


I purpose to let well enough alone.” Saying 
this, he extended his chest with much 
pomposity. 


The Insurance Agent, much depressed, 
withdrew from the Presence, in great wonder- 
ment at the reputation for Wisdom that the 
B. B. M. had been able to acquire. 

Ruminating in this wise, he visited a Small 
Business Man, who occupied humble quarters 
next door. 

The S. B. M. gave courteous ear to the 


Agent, then bought of him both Fire and Use 
and Occupancy Insurance, remarking, as 
thus he did: “‘I could ill afford to lose ‘the re- 
sults of my years of thrift, as must needs be 
the case were this building to burn. Fire 
loss I trust I may never know; nevertheless, 
prudence suggests that I pay heed unto your 
sound and excellent argument.” 

It chanced within the year that lightning 
struck the building of the B. B. M. and caused 
a disastrous fire, which spread from thence to 
the smaller quarters of his neighbor. The 
Big Man suffered a calamitous loss, which fell 
upon a time of sudden depression and brought 
him to penury. Then, in chastened mood, he 
sought employment of his erstwhile neighbor, 
whose affairs speedily had been restored to 
prosperity by means of the indemnity result- 
ing from his foresight. 


“Moral: You cannot estimate a man’s wisdom by the size of his head. 
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